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HERE IT Is! 
The Only “All-Inclusive” Reference Book 


The NEW 1938 UNIQUE MANUAL-DIGEST 


Fully Covers ‘‘All-Three’’ Phases 
of Life Insurance Statistics! 


(1) All about the COMPANY—NATIONAL UNDERWRITER REPORTS (I) 


Showing what you want to “know about” every company, these reports 
give a complete picture of the financial and corporate development of each, 
together with the most detailed analysis of the latest annual statement avail- 
able from any source except the “convention report” itself. Some of the espe- 
cially interesting items are Management Expenses, Acquisition Costs, Distri- 
bution of Assets with Percentages, “Statistics by Years,” Retroactive Practices, 
Dividends Paid, etc. Over 70 important figures and ratios are shown—all of 
which have proven themselves to be most significant in judging the operations 
of companies. 


(2) All about the POLIC Y—and “‘Company Practice’”’ Too! (2) 


So that you may instantly “get at” any provision of any company’s contract 
without puzzling through a lot of “legal language,” the Unique Manual ana- 
lyzes each company’s policy in the same way and spotlights for each, more 
than 80 important points in brief, but accurate, simple language. Company 
underwriting practice where it differs from or amplifies the actual contract 
is carefully covered too, for without “company practice” one may easily get the 
wrong understanding even though he has carefully read and digested the 
actual policy. 


(3) All about OPTIONS -VALUES -INCOMES -RATES-COSTS, etc. (3) 


For programming, selling “incomes” and in giving clients and prospects 
the kind of service you no doubt wish to provide, nothing even approaches 
the “Unique Manual” for its extremely broad coverage of such important sub- 
jects as Settlement Options and the Guaranteed Incomes payable thereunder; 
Surrender Values, including Paid-up and Extended Values and Cash Values 
at Retirement Ages; Retirement Contracts with Net Cost data on them; Juve- 
nile Insurance, Single Premium Contracts, Annuities, “Special” Policies and 
also the details on “obscure” contracts and other points often overlooked. All 
companies including the small ones are covered, in fact practically every item 
of consequence concerning every company is included in the Unique Manual, 
and each is carefully indexed for quick location. 


Everything You Need on a Case—for Only $5.00 


A Real 
““Money-Saver’’ 





Order Now Immediate Delivery 


Address Your Order To The Statistical Division, The National Underwriter Co., 420 East Fourth, Cincinnati 
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Optimistic Spirit 
Shown at Session 
of Agents Group 





Northwestern Mutual Con- 
vention Keynote Is Confi- 
dence in Sales Opportunities 





MILWAUKEE—Optimism of North- 
western Mutual Life agents and gen- 
eral agents in the future of life insur- 
ance selling in the coming months, every- 
where manifest among the more than 
1,000 agents who attended the annual 
meeting of the Association of Agents 
here, was pointed up in a dynamic clos- 
ing on the convention theme, “The Road 
to Success Is Known—Follow It!” by 
Grant L. Hill, director of agencies. He 
reviewed achievements of producers 
whose situation and achievements 
marked them as individuals following 
the known road to success, presenting 
many examples and ideas. 

“No one could attend the three-day 
meeting without becoming imbued with 
the spirit and firm belief that the field 
man of the Northwestern Mutual is in 
for better times this new agents’ year,” 
said Mr. Hill. “I found agents and gen- 
eral agents alike were not only thankful 
that they were in the life insurance busi- 
ness the past year, compared with most 
other lines of endeavor, but they were 
firm in their belief that this agents’ year 
would be a decided improvement over 
the last one. 


Predicts Better Times 


“For the past several weeks, agency 
bulletins have indicated a decided up- 
ward trend. Conditions are better; the 
whole tone is much firmer — much 
stronger, and there is no doubt that we 
are in for better times. The purpose of 
this meeting is to help us make the 
most of those improved conditions.” 

Referring to a previous talk by Ralph 
Hamburger, Minneapolis general agent, 
described by Mr. Hill as “a master 
builder of. master salesmen,” he asked, 
“Have you a burning ambition to suc- 
ceed made possible by a definite ~oal? 
Have you confidence in your ability to 
reach that goal? Have you dogged de- 
termination to persevere, fight it through, 
and the courage to criticise yourself and, 
finding faults, improve them and carry 
on? Those are absolute requisites if 
you expect to travel the road to success.” 

E. R. Young, district agent, Jackson, 
Mich., spoke on “Avoid the Detours.” 

New officers elected by the North- 
western Mutual Association of Agents 
are: President, G. B. Buckley, Charles- 
ton, W. Va.; vice-president, Clarence 
Smith, Chicago; secretary-treasurer, 
Westley Tuttle, Milwaukee; executive 
committee, Harold Kaufmann, Minneap- 
olis, chairman; A. C. Finkbiner, Phila- 
delphia;, Bruce Gilmore, DeKalb, IIL; 
Douglas McLain, Springfield, Ill.; Julian 
Walter, Chattanooga, Tenn. 

_Alden H. Smith, Nashville, president 
Northwestern Mutual Association of 
C. L. U., brought a “Message from the 
C. L. U. Table” to the general session 


‘““Ad” Men’s Theories on 
Public Relations Vary 





A varied program—inspirational, criti- 
cal and informative—was presented at 
the meeting of the North Central Round 
Table of the Life Advertisers Associa- 
tion in Chicago. Considering that it 
was mid-summer and that the compa- 
nies in the territory are widely sepa- 
rated, attendance was satisfactory. A. 
Scott Anderson, Equitable of Iowa, pre- 
sided as chairman of the round table. 
J. P. McCarroll, Bankers of Iowa, was 
the program chairman. 

The talk by J. J. Prather, agency sec- 
retary American Mutual Life of Des 
Moines, on “Possibilities in Planograph- 
ing Process,” excited exceptional in- 
terest. American Mutual, formerly 
Yeomen Mutual, for the past three 
years has been using the planographing 
method instead of letter press for prac- 
tically all of its work. Mr. Prather 
described the technique in detail and set 
forth its claimed advantages. He was 
constantly interrupted by questions and 
the members derived much. practical 
benefit from this feature. He estimated 
that this process had produced savings 
of from 20 to 40 percent; it has provided 
speedier service and has permitted more 
liberal use of color. 


Pictures Are Shown 


The other features of an informative 
nature were appearance of M. E. Zetter- 
holm, General Screen Advertising, Chi- 
cago, and Valentino Sarra, Chicago 
commercial photographer who has made 
a number of the arresting pictures used 
in insurance advertising, especially for 
Union Central. 

The subject of public relations, which 
currently assumes large proportions in 
the life insurance mind, came in for its 
chare of attention. 

Fred L. Fisher,-Lincoln National Life, 
urged a common sense approach to the 
matter. He said that the undertaking 
should be, viewed as a whole and that 
there is danger that one part may be 
over-emphasized. The divisions of pub- 























Wednesday morning following aC. L. U. 
breakfast. Objectives of the association, 
he said, were to advance in every legiti- 
mate way the higher education of North- 
western Mutual agents, guard personal 
service ideals of the company, aid in 
placing the company in first position in 
the C. L. U. movement, maintain dignity 
and high professional standards attach- 
ing to the C. L. U. designation, cooper- 
ate with the American Coliege of Life 
Underwriters in extending its influence 
and educational fprogram among the 
universities and colleges. 

“Statistical studies,” he said, “have 
proved that in our company the C. L. U. 
group achieves the highest standards 
in volume and quality of life underwrit- 
ing. Our 106 full-time C. L. U.’s aver- 
aged $221,000 during the past agents’ 
year and, while the company’s paid-for. 
business fell off 9.9 percent, the same 
C. L. U.’s who produced $25,700,000 last 
year, this year produced $25,900,000.” 

Another feature of the closing session 
was the “Echo from the Half-Million- 
and-Over Club” breakfast. H. W. 


(CONTINUED ON LAST PAGE) 








lic relations, he declared, are varied. In 
the every day relations of the business 
with the public, a campaign of public 
relations for better or worse, is being 
conducted. He gave as examples the 
way in which office telephones are an- 
swered; the treatment correspondence 
receives, the manner in which “turn- 


downs” are handled, in underwriting, 
advertising, and requests for special 
services. 


Classification Is Needed 


It is important, he declared, to classify 
the specific individual bits of action or 
inaction that put the business in a pub- 
lic relations campaign whether it wishes 
it or not. Some of these activities are 
national in scope and can be done or 
not, depending on whether money is 
available and concerted action can be 
secured. 

Activities directed to policyholders, 
agents and home office people “must 
constitute the heart, the cylinder and 
plunger of our public relations pump,” 
he said. The best of talent and national 
cooperative effort cannot produce favor- 
able life insurance public relations if, 
back at the original contact with the 
public, ignorance, misunderstandings 
and ill will are allowed to slip through. 

He suggested that a chart be prepared 
showing phases of public relations found 
in the division of policy owner activi- 
ties, field force activities and home of- 
fice activities. He suggested that the 
chart might show that the policyholder 
contact consists almost exclusively of 
asking him to buy more insurance or 
hold on to his policy. 


Solid Foundation 


Each company should undertake to 
create a solid foundation of public rela- 
tions as a starting point for a broader 
program in which the institution as a 
whole participates. 

Ben Williams, assistant superintend- 
ent of agencies Bankers Life of Iowa, 
also spoke on the subject of public rela- 
tions. He voiced the theory that the 
institution of life insurance stands high 
with the public, but that the quarrel is 
with the type and number of field rep- 
resentatives. The underlying job of 
public relations, therefore, he contended, 
should consist in better selection and 
training of agents. An institutional ad- 
vertising campaign, he declared, can be 
no stronger than the sales force that 
follows it up. Agents should be selected 
carefully, he said, so that intelligent 
selling technique can be put into opera- 
tion-—technique that will not offend the 
public. Rather than to spend the en- 
tire appropriation for institutional adver- 
tising, he expressed the belief it would 
be wiser to spend most of the money 
on a study of the job of agency man- 
agement. 


Warns Against Outsiders 


If an institutional advertising cam- 
paign is undertaken, it should be con- 
ducted by advertising men who know 
the insurance business. It should be in 
charge of a publicity department com- 

(CONTINUED ON PAGE 10) 








SEC Hints Quiz 
Will Go Beyond 
Official Purpose 


Members Are Reading Life 
Insurance Muckrakers and 
May Stretch Investigation 








WASHINGTON — Investigation of 
insurance companies by the Securities 
& Exchange Commission is seen in 
Washington as delving deeply eventually 
into all phases of the big companies’ 
operations. 

“Opening wedge,” according to Chair- 
man W. O. Douglas, will be a study of 
insurance company investment policies, 
but it is no secret that the SEC intends 
to go into all phases of the situation. 

Members of the SEC are said to have 
been reading up on insurance, particu- 
larly attentive to the “muck-raking” 
books published in the past few years, 
the theme of which is that life insurance 
is a racket and that premiums are too 
high. 


May Study Entire Industry 


They are said to feel that there is 
much of value in those books, and sup- 
port their views by pointing to the sal- 
aries paid insurance company executives, 
as shown by the financial reports filed 
by insurance corporations. 

While the SEC has no authority over 
premium rates or any other phases of 
corporation operation which are not cov- 
ered by the securities and exchange act, 
it is in a good position to study the in- 
dustry and its findings can be turned 
over to the administration’s monopoly 
investigation, in which it is participat- 
ing, for further exploration. 





Favorable Farm Situation 
to Aid in Recovery 





MILWAUKEE—One of the favor- 
able factors in the present economic sit- 
uation that will contribute materially to 
whatever business improvement develops 
during the remainder of 1938 and stimu- 
late business recovery in diversified field, 
is the bright outlook for agriculture in 
the middle west, said M. J. Cleary, presi- 
dent Northwestern Mutual Life, follow- 
ing the annual meeting of the board of 
trustees. A good crop will be harvested. 
While the price of grain is not as sat- 
isfactory as he would like to see it, the 
yield will be large. The income of the 
farmers will be well above the level of 
many years in the past decade. 

“The movement of the grain and live- 
stock means tonnage and earnings for 
the railroads,” Mr. Cleary pointed out. 
“The farmers’ money goes back into the 
channels of trade and commerce. It will 
reach into every field of business in all 
parts of the country. The buying power 
of nearly 50,000,000 people is dependent 
upon the farm income of the nation. 
When that vast segment of our popula- 
tion is in the market, it means a lot 
of business generally.” 
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Toronto Program 

of N. F. C. Now Is 

Nearly Complete 
lncuvwentiis ihe Year Is 


Night Session on Lodge Ac- 
tivities — Sections’ Agenda 





Two Canadian fraternal society lead- 
ers will appear on the program at the 
meeting of the president’s section of the 
National Fraternal Congress in the 
Royal York Hotel, Toronto, Aug. 22. 
Frank E. Hand, head of the Independ- 
ent Order of Foresters, Toronto, will 
give an address on “International Fel- 
lowship,” and Clare Jarvis, head of the 
Canadian Woodmen of the World, will 
speak on “Different Points of View.” 

The meeting, with that of other 
N.E.C. sections, will start off the annual 
convention of the N.F.C. and will be 
followed by three days of general ses- 
sions. 


General Session Program 


The executive committee will meet 
Saturday afternoon, Aug. 20. 

An innovation this year, Mrs. Dora 
Alexander Talley, president, announces 
will be a conference on lodge activities 
Monday evening, with Fred A. Johnson, 
vice-archon Royal League, presiding. 

The convention proper will open 
Tuesday at 9:30 a. m. Following sing- 
ing of the national anthems of the two 
countries will be the invocation by Rev. 
Noble Hatton, assistant pastor Metro- 
politan United Church, Toronto. Frank 
E. Hand, chief ranger Independent Or- 
der of Foresters, Toronto, will be offi- 
cial host and will introduce a representa- 
tive of the city, Controller W. J. Wads- 
worth, who will give a welcome, and 
Colin A. Campbell, minister of public 
works, who will extend greetings from 
the Province of Ontario. 


To Extend Greetings 


C. H. Fitch, president Canadian Fra- 
ternal Association, and Col. C. B. Rob- 
bins, manager and_ general counsel 
American Life Convention, Chicago will 
extend greetings from his organization. 
Response to the welcomes will be by C. 
L. Biggs, vice-president N. F. C. and 
recorder Maccabees. Then will follow 
reports of the president, executive com- 
mittee, secretary-treasurer and manager, 
Foster F. Farrell, Chicago, and commit- 
tees, and appointment of sessional com- 
mittees, 

Tuesday, 1:45 p. m., there will be re- 
ports on general welfare, lodge activi- 
ties and juvenile work. Following will 
be the memorial service, in charge of a 
committee consisting of Mrs. Clara 
Bender, Degree of Honor, chairman; 
Mrs. Anna R. Downs, Women’s Cath- 
olic Order of Foresters, and Mrs. Ethel 
Holiway, Woodmen Circle. A banquet 
will be held Tuesday night at which 
Dusty Miller, Wilmington, O., will be 
the speaker. 


I. O. O. F. to Be Host 


The program Wednesday will start at 
9:30 a. m. with committee reports, fol- 
lowed by an address and election of 
officers. Wednesday afternoon from 2 
to 6, there will be a sight-seeing trip 
in Toronto and a visit to the I. O. O. F. 
children’s home at Oakville, where the 
guests will be entertained at tea, that 
society being host. 

Thursday there will be committee re- 
ports, reports from the various sections, 
unfinished business and installation of 
officers. 

A feature of interest this year will be 
the “Fraternal Week” publicity exhibit 
in charge of Mrs. Mary Baird, past 
president Canadian Fraternal Associa- 

(CONTINUED ON PAGE 21) 








R. L. Hogg Surveys Life 
Insurance Tax Picture in 
Bar Association Address 





CLEVELAND — Life insurance tax- 
ation under state laws was discussed by 
Robert L. Hogg, assistant general coun- 
sel of the Life Presidents Association, 
before the insurance section of the 
American Bar Association. 

In a broad review of statutes and 
court decisions, Mr. Hogg took up from 
the tax standpoint such questions as an- 





R. L. HOGG 


nuity considerations, waived premiums, 
dividend deductions, deductions as re- 
turned premiums, unemployment com- 
pensation, policy loan notes, operation 
of retaliatory laws, and exemptions and 
credits. With exceptions which he noted 
in the course of his address, the main 
points brought out by the speaker were: 


Annuity Tax Question 


1. Where the tax is upon premiums, 
premium receipts or the like, annuity 
considerations are not subject to taxa- 
tion. 

2. Premiums waived on account of 
disability, or in fact not collected, are 
not subject to taxation. 

3. Where the tax is on gross pre- 
miums, premium receipts or the like and 
the statute is silent as to dividends, by 
the weight of authority dividends are 
either not included as premium receipts 
or are deductible as return premiums. 

4. Under unemployment compensa- 
tion laws, general agents and soliciting 
agents compensated principally by com- 
missions are not employes on whose ac- 
count contributions are payable. 


Policy Loan Notes 


5. Policy loan notes not embracing 
an absolute personal obligation to pay 
are not subject to either property or 
documentary taxation. 

6. A municipality is without authority 
to discriminate against a foreign insur- 
ance company in the matter of licenses 
or taxes. Where state taxation is under 
a retaliatory law, a foreign company 
may be credited for similar taxes paid 
to municipalities. 

7. Where taxes are collected under 
retaliatory laws, the entire tax law of 
the foreign state must be applied. There 
can be no splitting or blending of the 
laws of two jurisdictions. 

8. After a foreign insurance company 
withdraws from a state and merely con- 
tinues at its home office to collect pre- 
miums by mail, there is no liability for 
premium taxation in a foreign state. 

9. A general exemption of a company 
exempts all its income without reference 
to source. A commutation of taxes 
through a “in lieu of” provision only re- 
lates to taxes and demands of a similar 
nature. 

Insurance taxes, licenses and fees, 
state and local, company and agent, paid 

(CONTINUED ON PAGE 22) 





Penn Mutual Now Requires 
Persistency Rating Chart 





Canada Life Uses “Commission 
Indicator” Name—Psychological 
Effect on Agent 





The Penn Mutual Life is now requir- 
ing agents to submit a persistency rat- 
ing chart with all new applications to 
improve the quality of business. The 
chart is based upon the one developed 
by the Sales Research Bureau. The 
Penn Mutual has also started using a 
plan of rating prospective agents. Since 
1935 the Penn Mutual has been study- 
ing new business for persistency. 

The Canada Life has adopted the 
Sales Research Bureau’s persistency rat- 
ing chart, calling it a Commission Indi- 
cator. The new name is being used with 
the idea that it will make a deeper im- 
pression on the agent and bring home 


‘| the thought that persistency of business 


has a direct bearing on the agent’s in- 
come. The Canada Life requires that 
the Commission Indicator forms be 
completed by all new agents during their 
first year and by older agents who have 
a lapse ratio of over a certain percent- 
age. The first five or six Commission 
Indicator forms which are completed by 
new agents regardless of the rating, are 
reviewed by the manager for educational 
purposes. All forms showing a rating 
of 59 percent or less, completed by 
either new or old representatives, are 
also taken up with the manager for dis- 
cussion. 


Has Psychological Effect 


The rating chart has the psychological 
effect of getting men to think about the 
quality of business when they write it. 
In filling out the form they automatic- 
ally become aware of the desirability of 
various types of occupational groups and 
other significant factors involved in 
quality of business. At the bottom of 
the chart is a scale showing what qual- 
ity business means to the agent. It gives 
the expected lapse ratio, the estimated 
average policy, average number of sales 
to produce $100,000, expected repeat 
sales per $100,000 and expected renewal 
commissions per $1,000 of paid business. 

The Home Life of New York has 
been using the persistency chart suc- 
cessfully for three years, based on the 
Sales Research Bureau’s blank. A copy 
is required with every application sub- 
mitted to the home office. 





Equitable Society Is 
Entering 80th Year 





The Equitable Society on July 26 en- 
tered its 80th year. A year hence it 
will fittingly commemorate this impor- 
tant anniversary when agents will at- 
tend a convention in New York City. 
A standard has been set for qualifica- 
tion and one-third of the period has 
already elapsed. The Equitable has al- 
ways given a splendid account of it- 
self. It is one of the great institutions 
of the country. Equitable “Agency 
Items” quotes the late Edward A. 
Woods of Pittsburgh in 1899, at its 40th 
anniversary when he said: 


Powerful Bulwark 


“Think of the influence of the $1,500,- 
000,000 held by life companies in such 
panics as we have passed through in 
the last six years. What a powerful 
bulwark against financial unsteadiness 
and ruin!’ Today, with life company 
assets increased from 1% billions to 22 
billions in 40 years, the whole institu- 
tion of life insurance is, relatively 
speaking, a far stronger bulwark than 
in 1899. During the same period, the 
Equitable’s assets have increased from 
$27,790,120 to $2,105,542,759, and its out- 
standing insurance from $987,157,134 to 
over 6% billions.” 








Roger Hull Speaks 
At American Bar 
Meeting This Week 


Tells What Can Come Out 
of Cooperation on Part of 
Attorneys 


CLEVELAND — Roger B. Hull of 
New York City, general counsel Na- 
tional Association of Life Underwrit. 
ers, speaking before the American Bar 
Association here on “The Lawyer and 
the Life Underwriter” said that in 
sending out inquiries to 100 lawyers 
and the same number of life agents 
asking their opinion on this subject, 
he was appalled at reflections that 
showed lack of knowledge of the 


fundamentals of life insurance. 

He declared that today more than 
ever before,, lawyers and life agents 
are faced with heavy joint responsi- 
bilities to the public, in connection with 
estate creation and _ conservation to 
underwrite Americanism through life 
insurance and annuities. 


Three Causes Cited 


“These obligations have been empha- 
sized and enlarged principally by three 
causes,” Mr. Hull stated. “First, the 
problems of estate building have been 
complicated by the recent economic in- 
volvements of government and politics, 
especially in connection with the in- 
creased burden of taxation; second, 
there has come to our citizenry a new 
appreciation of and yearning for ade- 
quate financial security, and third, we 
have recently come into the shadow of 
a definitely conceived assault upon what 
we have for so long and so proudly 
hailed as true Americanism. 

“What is that thing that we have 
called the spirit of America? It was— 
it still is—the determination to stand on 
one’s own solid foundation of individual 
initiative and personal accomplishment. 
The vision to see the unconquered fron- 
tier, the courage to fight to conquer it. 
The sense of individual responsibility to 
make provision, financially, for the fu- 
ture—not only ones own future, but 
that of one’s dependents.” Mr. Hull 
characterized the institution of life in- 
surance and pleaded for the joint under- 
taking of responsibilities by attorneys 
and life insurance agents. 








Service of Life Insurance 


“When you and I work with and for 
American life insurance owners, we 
work with and for 64,000,000 people 
who have typified those very traits, who 
have gone about the business of assum- 
ing those individual responsibilities,” he 
stated. “When we work with and for 
them we serve our day and generation 
in rendering the future of our country 
safe from the assault of any kind of col- 
lectivism, communism or fascism.” 

He concluded: “Unless the means of 
independence are widely distributed 
among the people themselves, no real 
resistance is possible to the advance of 
tyranny. I am not pleading that you 
lawyers join the life insurance men i 
the dissemination of the benefits of life 
insurance, but in the proclaiming 0° 
Americanism, because I believe that life 
insurance, more than any other single 
economic factor, can underwrite Ameti- 
can liberty. American owners of life 
insurance are not easy to terrorize oF 
to herd, because they have reserves for 
their own independence. Life insurance 
provides the role which must be playé 
by the individual in this newly empha 
sized national problem of providing S¢& 
curity for the individual. Life insurance 
encourages and develops the inherent 

(CONTINUED ON PAGE 22) 
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Agents Urged to 
Sell Millions Who 
Have Excess Money 





President Cleary of North- 
western Mutual Life in Mili- 
tant Talk 





MILWAUKEE-—Sales emphasis on 
the millions who are employed and have 
incomes in excess of current needs, was 
urged by President Michael J. Cleary in 
opening the annual meeting of the As- 
sociation of Agents of the Northwestern 
Mutual Life here. 

“We are all too conscious of the fact 
that millions of our citizens are idle or 
working for a subsistence wage. That 
fact is a depressing one. We in the 


life insurance business should realize, 
however, that many more millions are 
employed at a wage or. salary that pro- 
duces a surplus over the cost of living; 
that other millions have an income in 
excess of current needs. These people 
constitute our market. Their need for 
life insurance is as great, if not greater, 
than at any other time. Because of the 
psychology of the times they hesitate to 
make commitments. The important 
thing for us to remember is that these 
millions need our service and have the 
means to buy it. 


Selling Requires More Effort 


“Selling them will require more effort 
than it did in happier and more prosper- 
ous days. In every section of the coun- 
try men representing this and other 
companies are demonstrating the fact 
that men and women with needs and 
means are buying life insurance in 
gratifying amounts. In any field of 
selling, increased effort and effective- 
ness is required when the market is re- 
duced and the resistance increased. Let 
us recognize that fact and give what it 
takes to get results. 

“The confidence of the public in life 
insurance is still intact. That confidence 
is justified. In the past two decades 
American life insurance has been sub- 
jected to every strain imaginable short 
of a national collapse. In spite of all 
the adverse conditions it had to face, 
life insurance met its obligations in full 
and on time. It came through those 
trying years with its strength, and its 
capacity and disposition to serve intact. 


Must Be Well Informed 


_ “It is highly important that the man 
in the field be always well informed and 
conscientious in serving his policyholder 
and his prospect. It is more important 
than usual in these times. Every period 
of economic distress produces a crop of 
critics of almost every established thing. 
Many of them are reckless and destruc- 
tive in their effort. The better the 
Standing of the object of their attack 
the more violent it is. Being the prod- 
uct of human hands and minds, life in- 
surance is not perfect in all of its de- 
tail. It is not given to us humans to 
be perfect in our conception or our ex- 
ecution. 


Explains Railroad Situation 


“The record of American life insur- 
ance justifies the statement that no other 
uman institution has served those who 
trusted it with greater fidelity and effi- 
ciency, Every man and woman in this 
business should know the facts—and 
they are available—that justify that 
Statement. We should use the facts to 
dispel the apprehensions resulting from 
these vicious or selfish attacks. The 
Public, not the companies, is the real 
Victim of the misinformation that is be- 
ing peddled today. 

(CONTINUED ON PAGE 22) 





National Association 


Membership Reaches 26,094 





Chairman H. T. Wright Anal- 
yzes Gains in Report of Condi- 
tion on June 30 





Membership in the National Associa- 
tion of Life Underwriters at the close 
of the fiscal year on June 30 was 26,094, 
according to Harry T. Wright, Equit- 
able Society, Chicago, chairman of the 
membership committee. 

There is every indication that by the 
time of the Houston convention in Sep- 
tember, Mr. Wright said, paid member- 
ship will exceed any previous record. 

There was an all-time record in the 
number of units (163) equalling or ex- 
ceeding their previous year’s member- 
ship. Last year there were 155. 


Over-the-Top Record 


Twenty-two states and Hawaii went 
over the top, with four more within 5 
percent of their last year’s peak. Mis- 
sissippi, Wisconsin, Wyoming, Illinois, 
New Mexico and Hawaii exceeded 
their quotas. 

In Wisconsin, Texas and Mississippi 
every unit exceeded its previous figures. 
Mississippi took first place in the num- 
ber of new associations, adding five dur- 
ing the year, while Wisconsin added 
four. Texas went into first place in the 
number of units with 19, as against 18 
in both New York and Ohio. 

There was an increase of 17 in the 
number of units, bringing the total to 
320. Six new state or regional associa- 
tions were formed, bringing the total to 
37 and leaving only 3 states with two 
or more units, where state associations 
are now in process of organization, and 
which will be completed before the 
Houston convention. 

Chicago had the largest numerical 








Commissioner Earle’s 
Visitation Is Delayed 





SALEM, ORE.—The descent of In- 
surance Commissioner Earle’s galaxy of 
examiners on New York City to ex- 
amine some companies will be delayed 
from the date originally set owing to 
the absence of the chief examiner and 
actuary now in California on important 
examination details. Commissioner 
Earle has received letters from a few 
southern commissioners expressing 
their sympathy with the movement and 
offering examiners to assist him. They 
expressed the hope that he would pro- 
ceed according to the manner of regu- 
lar convention examination and with 
the usual attention to representation 
from each zone. 


Finds Few Opposed 


A number of agents of New York 
companies in Oregon have talked to 
Commissioner Earle about his proposed 
New York examination plan and he 
states that he has found but little op- 
position. The feeling persists that New 
York should not remain in an isolated 
state but that the outside provinces 
should have a voice. The agents of 
New York companies feel that those 
examined by the Oregon department 
will get an entirely square deal. 








gain, jumping into first place with a 
total of 1,657. New York has 1,522; 
Pittsburgh 1,024; Boston 728; St. Louis 
625; Philadelphia 578; Cleveland 508; 
Los Angeles 444; Detroit 380; and San 
Francisco 332. 

Roanoke, Va., had the highest per- 
centage of gain—113.8. 

Scranton, Pa., which won the Charles 
Jerome Edwards trophy last year, on 
top of that record increased its mem- 
bership by 26, bringing its total to 242. 








and increased. 


Prospecting! 


of undistinguished note. 


Independence Square 








Not Niagara, Not Grand Canyon 


The most photographed view in America is, not Niagara 
Falls, nor the Grand Canyon, nor any other beautiful scene, 
but the entirely undistinguished view outside a factory win- 
dow, showing a factory yard. It is photographed 30,000 
times yearly, as a camera test, and through that multiplicity 
photography’s wondrous beauty and utility are maintained 


And what is the test of our business and of your job? 
The continuous search for and testing of a 
multitude of prospects each year. The life underwriter’s mind 
is as a camera that has “sharp definition,’ 
determine who is and who is not a real prospect. And then 
comes precision-fitting of policies to needs, the various plans 
adapted to the basic life insurance protective service. 


Through that dual process the beauty and utility of life 
insurance are derived from the massed sale of the typical 
average policy of relatively small size, sold to average citizens 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kincstey, President 


enabling him to 
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Slate for Houston 

Thierbach, Eric 

Johnson, Speicher 
Sign U. S. Senator for Pub- 


lic Meeting; College Presi- 
dent for Conferment Talk 








Announcement is made this week of 
a number of additional features for the 
convention of the National Association 
of Life Underwriters in Houston Sept. 
19-23. 

Addressing sessions of the main con- 
vention will be Paul Speicher of Indian- 
apolis, president Insurance Research & 
Review, on “Life Insurance—a Financial 
Democracy”; R. P. Thierbach, general 
agent Northwestern Mutual at Cleve- 


land, “Why Not Try It?” and Eric G. 
Johnson, associate general agent for 
Penn Mutual in Pittsburgh, “The Sales 
Effectiveness of Energy Output.” 
United States Senator Tom Connally 
will be the speaker at the big public 
meeting in San Houston coliseum the 
evening of Sept. 20. The public meeting 
feature was introduced last year at the 
Denver convention most successfully. J. 
S. Smith, Aetna Life, general chairman 
of the Houston convention committee, 
is in charge of the public meeting. The 
Houston people expect that the coli- 
seum, seating 20,000, will be filled. 


American College Activities 


Details are also given as to the activi- 
ties of the American College during con- 
vention week. Dr. Ralph C. Hutchison, 
president of Washington & Jefferson 
College, will deliver the principal ad- 
dress at the conferment exercises of the 
American College which are always held 
Thursday morning of convention week. 
The presentation of candidates will be 
made by Dean David McCahan of the 
college and the diplomas will be con- 
ferred by President S. S. Huebner. 

On the evening of Sept. 19, group 
leaders and teachers as well as those 
interested in the advancement of the 
C. L. U. movement will meet with Pres- 
ident Huebner, Dean McCahan and 
members of the new educational advis- 
ory department for informal discussion. 
The annual meetings of the C. L. U. 
National Chapter directors and Ameri- 
can College trustees will take place on 
Tuesday and on Wednesday the annual 
luncheon and business meeting of the 
National Chapter will be held. At the 
Dutch dinner of the National Chapter 
Wednesday evening, Dr. John A. Ste- 
venson, executive vice-president Penn 
Mutual Life and secretary of the Ameri- 
can College, will talk on “The Practical 
Application of Professional Standards to 
Production.” 


Interest in Alabama Contest 


MONTGOMERY, ALA. — There is 
considerable speculation as to who will 
be the next superintendent of insurance 
when Frank M. Dixon, governor-desig- 
nate, takes office early next year. Frank 
N. Julian, incumbent, is supposed to 
have all the edge for the appointment. 

There are several aspirants including 
C. C. Greer and Sterling Foster of Bir- 
mingham. Mr. Greer, who preceded Mr. 
Julian as superintendent, is said to be 
waging a spirited fight for the appoint- 
ment. 

Mr. Julian’s election as president of 
the National Association of Insurance 
Commissioners has given him much 
added prestige. To celebrate his election 
and his birthday his office force pre- 
sented him a gold wrist watch as a token 
of their esteem. 





John B. Ames, Detroit general agent 


Lincoln National, was a visitor in Chi- 
cago. 
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RCHILD AERIAL SURVEYS, INC. 


IN BALTIMORE IT’S THE HOOPER AGENCY 


In 1934, just before Henry Hooper became 
General Agent in Baltimore for the Provident 
Mutual Life Insurance Company, the agency, 
depleted by illness, stood twenty-third among 
all agencies of the Company. Last year it 
stood seventh in volume with a 33% gain over 
the 1936 figures and a 14% increase over a 
relentless quota. More Baltimoreans qualified 
for the Leaders Club than were qualified from 
any other city except Philadelphia and New 
York. 


As in all modern miracles, there is a reason. 
The reason in this case is Henry Hooper. He 
is a born leader. He knows people. He is 
president of the underwriters association. 
Young, pleasant, but agreeably aggressive, 
Mr. Hooper has attracted to him an agency of 
young men and young women who share his 
enthusiasm, his energy, his wide contacts. 


This Provident Mutual agency in point of time 
is one of the oldest agencies in Baltimore, but 
in inspiration and outlook it is one of the 
youngest. It has solved the big secret of pros- 
pecting—knowing more people! 


PROVIDENT MUTUAL 


LiFe INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 





Smaller Companies to 
Take Time to Deliberate 


Will Not Be Hasty in Reducing 
Policy Loan Interest Rate— 
Move Started in the East 


There has been considerable discus- 
sion among executives of the medium 
sized and smaller companies throughout 
the west and south as to what attitude 
they should take following the an- 
nouncement from the east that the large 
companies throughout that section will 
go on a 5 percent basis for policy loans, 
Jan. 1, following the legislative action 
in New York state, which requires a 
reduction of interest rate on loans there. 
The companies that are not operating 
in New York, therefore, can view the 
situation more or less independently. 
With the New York companies going 
on a 5 percent interest loan basis, it 
seemed very natural that other compa- 
nies in direct competition with them in 
the east would follow suit. The an- 
nouncement by the so called “little en- 
tente” that that group would go on a 
5 percent basis set the pace, therefore, 
for the rest of the companies in the east. 


Say Average Loan Is Small 


Some of the western executives ex- 
press the hope that they will not follow 
the eastern course in this respect. Some 
call attention to the fact that the aver- 
age amount of policy loan is small and 
the cost of handling is very high. There- 
fore, they do not see any call for a re- 
duction from the 6 percent basis. In 
Illinois, for example, there is a loan law 
which permits interest as high as 3 per- 
cent per month for amounts loaned up 
to $150 and 2% percent when the 
amount is over $150, but. not in excess 
of $300. Some of the companies in go- 
ing over their records find that the aver- 
age policy loan is less than $300 and 
some say that their average is even be- 
low that. Throughout the west it is 
stated that there is not much criticism 
of the 6 percent loan for small amounts. 

Just how far the competitive spirit 
will govern remains to be seen, The 
Berkshire. Life, for instance, has been 
on a 5 percent basis for some time and 
no ripple has been caused. 


Consider Public Aspect 


Other executives are inclined to feel 

that all companies should decide the 
question from a public relations basis 
and, therefore, they will be called upon 
to make the rate as low as can be justi- 
fied in fairness to other policyholders 
and in keeping with the general cost of 
insurance within reasonable bounds. In 
a paper that President Hall of the Lin- 
coln National Life read before the an- 
nual meeting of the Association of Life 
Insurance Presidents, he spoke of a sur- 
vey that his company had made con- 
cerning a comparatively large group of 
purchasers of life insurance. The statis- 
tics, he said, were taken from applica- 
tions for Federal Housing Administra- 
tion loans. He brought out the fact that 
many people bought their insurance in 
small policies in several companies. 
Therefore, if this conclusion is correct 
and if some companies maintain the 6 
percent rate and others 5 percent, the 
same borrower will make invidious com- 
parison, so these executives say. 
While in the east, with the change in 
interest rate, there will be some adjust- 
ment in settlement options, so far as can 
be ascertained there is no movement 
among the medium and smaller compa- 
nies to follow in the wake. They will 
endeavor to maintain the present pro- 
visions and this will offer a competitive 
advantage. 


Under Much Pressure 


One executive, in commenting on the 
situation as to interest rates on policy 
loans, states that more and more the 
smaller companies are under pressure to 
take loans at prevailing interest rates. 





This naturally makes their outlook for 
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R. C. THIERBACH 


R. C. Thierbach, general agent for 
Northwestern Mutual Life in Cleveland, 
is to be one of the speakers at the main 
convention of the National Association 
of Life Underwriters in Houston. He 
went into the business as a home office 
employe in 1911 and soon thereafter be- 
came a producer in the home office 
agency of Northwestern Mutual. From 
1919 to 1929 he was production manager 
of that agency and then was appointed 
assistant director of agencies at the head 
office. In 1937 he was given his present 
position in Cleveland. He has given 
much attention to time control and his 
book “Why Not Try It?” is a popular 
treatise on that subject. 








Oregon Commissioner Denies 
Tax Rate Is Increased 





Increased premium income to com- 
panies operating in Oregon and not 
increased insurance taxation was -re- 
sponsible for rise in the department's 
revenue, Commissioner Earle announced 
in a statement correcting an erroneous 
impression conveyed by a news item 
in the Portland “Oregonian.” Mr. 
Earle addressed his comment in an 
open letter to the author of the article, 
stating that he believed, as do most 
sound insurance men, that the insuring 
public bears more than its just propor- 
tion of taxation, and he desired that 
the people be correctly informed on the 
situation. 

Mr. Earle pointed out that the marked 

increase in receipts of the department 
from taxation was entirely due to in- 
creased revenue to companies through 
insurance written and that, as a matter 
of fact, the amount of new business i 
certain lines had been conducive to 
lowering rates in some classifications. 
Therefore, since taxation is based on 
premium receipts, the lowering of rates 
acted.as a decrease in taxation. 
The Oregon department receipts for 
the biennum will come close to equaling 
those of 1928-29, which constitute the 
all-time high to date. 








earnings over a long period rather. dis- 
couraging. He uses for an illustration a 
company with $30,000,000 of insurance 
in force and: $5,000,000 assets. A few 
years ago it had a 2 percent interest 
margin of $100,000. This is shrinking 
rapidly and will have a discouraging ¢ 
fect. This executive says: “Such a com- 
pany perhaps will have recourse to 
changes in its management policy an 
undoubtedly a company with good ac 
vice in this situation would change the 
interest provision under the instalment 








settlement feature of its contracts.” 
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Life Executives Contribute 
to Management Symposium 





Booklet Put Out in Connection 
with Seventh International Con- 
gress to Be Held Sept. 19-23 





NEW YORK—Three life company 
executives are among the 50 contribu- 
tors to a symposium entitled “The Sig- 
nificance of Management,” put out in 
connection with the seventh Interna- 
tional Management Congress to be held 
in Washington, Sept. 19-23. They are 
President A. L. Aiken, New York Life, 
President L. A. Lincoln, Metropolitan 
Life, and John A. Stevenson, executive 
vice-president Penn Mutual. H. A. 
Hopf, senior partner of H. A. Hopf & 
Co., management engineers, and well- 
known in the life insurance field as well 
as being an internationally recognized 
management authority, is a vice-chair- 
man of the coordinating committee of 
the congress and chairman of the organ- 
ization committee. F. L. Rowland, ex- 
ecutive secretary Life Office Manage- 
ment Association, is vice-chairman of 
the organization committee. 

Following are the contributions of the 
three life insurance executives to the 
management symposium: 


Management’s Social Responsibility 


Alfred L. Aiken: “A generation ago 
the responsibility of management was 
assumed to be only to the owner of the 
activity with which the management was 
connected. The passage of years has 
awakened a new social conscience and it 
no longer suffices for management to 
serve only the owner with its eyes fixed 
upon and methods attuned to the profit 
motive, represented by earnings to the 
owners. 

“Management today has a _ general 
public responsibility, a responsibility 
that relates to the whole social and eco- 
nomic life of the community; a vastly 
greater and more complex responsibility 
than heretofore and one that must be 
faced and accepted if we are to avoid 
social and economic disaster. 


Public and Labor 


“Today it must serve not only own- 

ership but it must include in its field 
of interest the rights and interests of 
labor, and must reconcile the interests 
of owner and labor with the interests of 
the public at large. It used to be felt 
that the interests of these three groups 
were of necessity antagonistic. Today 
wiser thinking is making the public con- 
scious that these interests run on paral- 
lel lines and to keep them so requires 
intelligent thinking and a tolerant mind 
from all three groups.” 
_ Leroy A. Lincoln: “In a mutual life 
insurance company, having no stock and 
no stockholders, the relationships with 
which management has to deal are 
somewhat different from those generally 
considered to be the divergent interests 
embraced under the terms proprietor- 
ship, customers, and employes. In a 
mutual life insurance company. two of 
these factors—proprietorship and cus- 
tomer—are to be found in each individ- 
ual member of the policyholder family. 
Indeed, almost all the employes of the 
concern are likely to be insured therein 
and, therefore, embrace in their own 
Persons all three such conventional 
factors. 


Balance Among Policyholders 


.“Management in such a company sig- 
nifies, therefore, that responsibility to 
maintain the finest possible balance be- 
tween the customer interest of one pol- 
icyholder or of a group of policyholders, 
as such, on the one hand, and, on the 
other hand, the proprietorship interests 
of the whole body of policyholders, in- 
cluding those being considered in the 
ight of customers. At the same time, 
Management must be ever watchful of 
the interests of the employe group, 
most of whom are also to be considered 


in the light of the proprietorship and 
the customer relation as well. 

“In such a corporate organization, 
then, management can meet its extraor- 
dinary responsibility only by the most 
constant and conscientious vigilance 
toward the rights and obligations of each 
individual in the combined sense of pro- 
prietorship, of customer and, oft-times, 
of employe as well.” 


Outworn Creeds Held Hindrance 


John A. Stevenson: “The critical 
problems facing those charged with the 
responsibility of guiding the course of 





American business organizations are not 
merely the production, financing, engi- 
neering, and marketing problems of 
previous decades. Uppermost today is 
the human relations problem as it ap- 
plies both internally among the work- 
ers and externally among the general 
public. 

“Outworn philosophies of manage- 
ment which fail to take into account 
present-day trends of thought impede 
rather than promote the solution of our 
problems. Nevertheless, the only pos- 
sible basis on which we can arrive at a 
satisfactory solution must rest on the 





fact-finding methods and fact-finding at- 
titude which have characterized Ameri- 
can business management in the past.” 





Endorse Myrick, Jones 


The New York City Life Underwrit- 
ers Association has announced its en- 
dorsement of J. S. Myrick, manager 
Mutual Life of New York, and R. L. 
Jones, general agent emeritus of the 
State Mutual Life, both of New York 
City, for reelection as trustee and treas- 
surer respectively of the National Asso- 
ciation of Life Underwriters. 
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On: all sides is heard—‘“Business vs. Gov- 


ernment.” 


What is going to be the ultimate solution 
to this perplexing problem? 

Today, as in the past, the future depends 
on concerted effort—UNITED AMERICA. 

One of the enduring characteristics of the 
American people is their ready willingness to 
join together in any worthwhile job that 
needs doing. It is no mere happen-so that 
time and time again teamwork has 
saved the day when the fate of this 
nation hung in the balance. 

History will repeat— but Capital 


Z, 





ment, and Government with Business. Here 


is an answer that may involve years of work 


and much patience—but it can be accom- 


plished with each group working with the 


of living. 


other toward a progressively higher standard 


Insurance companies and their representa- 
tives can be one of the most influential groups 
in America toward attaining this goal. Their 
unmarred record for reliability and depend- 
ability is unimpeachable. They are 
leaders. With a sane and construc- 
tive attitude they can build sound- 
ly—pull together to make for a 
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AMERICAN UNITED LIFE INSURANCE CO. 


INDIANAPOLIS, INDIANA * * 


* 


must work with Labor, Labor with 
Capital; Democrats with Repub- 
licans, Republicans with Demo- 
crats; and Business with Govern- 


* * 








greater service to humanity and a 
greater America. 

American United proposes to 
help unite America. 
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Mutual Life Advertising 


continues its appeal to the Agents’ natural 


calendar of life insurance opportunities. 


Stere ts the July and August 


MESSAGE — in magazines with a total 


circulation of 5 millions, serving as a nation- 





wide introduction of Mutual Life represen- 
tatives to vacationers everywhere — with its 
timely appeal to them to begin now to 
guarantee future vacations, “from 55 on” 


through “fe mmsurance. 
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AMERICA amazes the world with its far-flung 
holiday travel. A whole nation in movement on 
land, in water and air in quest of healthy change 
and excitement! 

Office and store, workshop, mill and school, re- 
lease millions of vacationers! 

Good luck, you fishermen! Sunny trails, you 
woodland wanderers! Athletes, winning scores to 
you! Round blue seas to sail on, you navigators! 


Time Out for America’s Vacation! 





More vacations and better and longer—that is 
America’s almost unanimous dream. And a good 
dream to bring true for the future too. 

Why not guarantee your vacations from 55 on? 
Talk it over with the representative of The Mutual 
Life Insurance Company of New York. Learn from 
the one who will call how to set aside a few cents 
from every dollar of today to protect tomorrow’s 
needs, through /fe zmsurance. 


“PLANNING FOR INCOME AT 55, 60 0R 65” is The Mutual Life’s 20 page booklet with a really useful message 
for you. A Mutual Life representative bas your copy or it can be obtained by writing to the address below. 


She Mutual Sife 


of New York 


DAVID F. HOUSTON yo 


34Nasoan Stree, 


FIRST POLICY ISSUED 





An advertisement by The Mutual Life Insurance Company of New York in July and August National Magazines 
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A SERVICE 


BEYOND 
THE ConTRACT— 


(In which every-day National 
service draws praise in an 
examiner’s report.) 


Representatives of six states recently 
completed examination of this Company. 
Following is a quotation from their report: 


‘A thorough inspection was made of 
the claim files and it was ascertained that 
the company pays all just claims promptly 
and deals fairly with its policyholders and 
their beneficiaries. It appears that the 
management of the Company has placed 
special emphasis on the prompt payment 


of claims. 


“The Field Force has also been in- 
structed to make special efforts to search 
out death claims under lapsed policies by 
endeavoring to locate all such policies and 
ascertaining whether or not under the 
Paid-Up or Extended Insurance clause any 
sum is due. 


“This policy of the management is 
highly commendable and from a review of 
the claim record, it appears that this has 
actually been put into effect and that great 
care is taken to see that it is followed 
throughout the field.” 
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Washington National Has 
Announced Promotions 





Number of Men in the Organ- 
ization Are Given Higher 
Posts 





James F. Ramey, vice-president and 
secretary of the Washington National 
with executive office at- Evanston, III, 
has been made executive vice-president 
and secretary. He is in immediate 
charge of the so-called casualty division, 
the company writing accident and health 
insurance. H. Lukins, general coun- 
sel, is made vice-president and general 
attorney. Kenneth Mullins, who has 





JAMES F. RAMEY 


been assistant secretary, becomes assist- 
ant vice-president. He is the office 
manager and is the general utility man 
of the company. Watt, former 
assistant secretary, manager of the 
group department, is made assistant 
vice-president but will continue in his 
present work. 


Other Promotions Made 


R. J. Wetterlund, who has been as- 
sociate counsel, is made general coun- 
sel. B. P. Sears, who was general 
counsel of the Hercules Life, which the 
Washington National has taken over, is 
made associate general counsel. E. R. 
Carter, actuary of the Hercules, becomes 
actuary of the Washington National. 
Frank Mikkelson, auditor, becomes 
comptroller. Thomas Griffin has been 
taken over from the Hercules and is 
made assistant treasurer. Cashier P. M. 
Olson is made an assistant treasurer. 
Walter Weiss and Alvin Knudson, who 
were taken over the from the Hercules, 
are made assistant secretaries. N. A. 
Pitt, who was a Hercules Life man, is 


‘made auditor. Don Wellenkamp is made 


manager of the sales promotion depart- 
ment. He was formerly group super- 
visor. G. Preston Kendall, son of Presi- 
dent George R. Kendall, who has been 
manager of the ordinary life underwrit- 
ing department, is made agency secre- 
tary of the department, 


Group Appointments Made 


J. E. Hellgren, who has’ been assist- 
ant manager of the group division, is 
now made manager. Emil Graff, who 
comes over from the Hercules, is made 
assistant manager of the mortgage loan 
department. H. E. Hayward, another 
Hercules Life man, is made agency su- 
pervisor of the ordinary department. 
Theodore Heckel, former group super- 
visor becomes agency supervisor of the 
group division. R. C. Neuhaus, formerly 
group special respresentative becomes 
group supervisor for Minnesota and the 
Dakotas and M. F. Froh who also oc- 
cupied a similar post is made group su- 














pervisor in the eastern division. 
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Florida Life Short Course 
Proves Successful 








The first annual short course in life 
insurance held in Hollywood, Fla., was 
a great success. E. M. Willis, vice. 
president Florida Association of Life 
Underwriters, reported the proceedings 
to M. L. Hoffman, editor and manager 
of the National Association of Life Un. 
derwriters, who was greatly interested 
in this experiment. 

The course was under the direction of 
the extension division of the University 
of Florida, and was sponsored by the 
state association and presided over by 
LeRoy Johnson, Jacksonville, president 
of the Florida association. Lectures 
were held for three days. There was 3 
panel session the first day, opened by 
Mr. Johnson, on objectives and func- 
tions of a local association. J. Burton 
Webster, president Jacksonville associa- 
tion, discussed the conduct of meetings, 
and E. J. Becker, Jacksonville, spoke 
on programs. 

How to coordinate activities of the 
national and local associations was 
handled by W. J. Meeke, president 
Miami association. Edward M. Morgan- 
stern, state association secretary, dis- 
cussed publicity. The value of “quality” 
members in associations was stressed by 
T. E. Gray of Orlando, and local asso- 
ciation efficiency by E. M. Willis. 


University Dean Speaks 


W. J. Matherly, dean of the college 
of business, University of Florida, spoke 
the second day on, “Is the American 
Mortality Table Obsolete.” He dealt 
with the nature of the table, its con- 
struction, and what the effects would be 
on life insurance if the table were re- 
vised. Dr. Matherly also discussed 
“Should You Pay the Face of the Pol- 
icy, Plus the Reserve?” He cited the 
necessity for the reserve, nature of life 
premiums, and loadings. Both addresses 
were of text book trends, leaning more 
to the scientific side than any sugges- 
tions as to how to get business. The 
insurance division of the college of 
business has had very close attention 
from Dr. Matherly since its establish- 
ment in 1932. 

R. B. Utsler, professor of economics 
and insurance, under Dean Matherly, 
talked of premium calculations, analysis 
of investment features and investment 
services. 

The program was built around Messrs. 
Matherly and Utsler and leaders of the 
association in the state. It was pitched 
on a study of practices and principles 
rather than on how to get and hold 
business. 


Reports to National Group 


President Johnson called it a school 
for newly elected officers and a short 
course in life insurance. As such, he 
wrote the national headquarters, it was 
very successful. 

Of 200 in attendance 25 were in the 
officer class. “If we had heard nothing 
except the talks by Dean Matherly we 
would have come away feeling that the 
school was a success,” said Mr. John- 
son. In a letter later to Dr. Matherly, 
President Johnson summed up as fol- 
lows: 

“One very important byproduct of 4 
meeting of this kind is the opportunity 
it affords for you people in the theoreti- 
cal end of business to trade ideas with 
us in the practical end. Both parties 
must profit by such an interchange. We, 
who are actively engaged in business— 
daily trying to solve problems as they 
arise—are often inclined to treat as 1m- 
practical and visionary the ideas that are 
presented to us by you who have made 
a study of economics from the outside, 
so to speak. You, on the other hand, 
are inclined to look upon us as intef- 
ested only in making money. If meet- 
ings of this kind accomplish nothing 
more than to bring about better under- 
standing between us, I still think they 
are abundantly worthwhile.” 
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Gay Banquet Ends Final 
Bureau School of Year 








SCOTT BURPEE 


The fourth and final agency building 
school of the year conducted by the 
Sales Research Bureau ended with a gay 
banquet in Chicago the other evening, 





“alumni” of previous schools, as well as 
by the immediate graduates and “pro- 
After two weeks of the aca- 
demic grind, the students always have 
an evening of revelry. 

Northwestern Mutual 
general agent. at Omaha, as president 
of the school, was in general charge 
at the banquet and Clarence Pejeau, 
Massachusetts Mutual, Cleveland, per- 
formed as master of ceremonies. 





alumnus who was present was intro- 
duced by Robert Cole, Ohio State Life, 
San Jose, Cal., with some deflationary 
adjectives. A number of acts were 
staged by the students, lampooning one 
another and their professors. There 
was a ceremony, during which a bust of 
S. Lewis Chapman of. the bureau staff 
was unveiled and he was dubbed “St. 
Lew.” 

Among those at the head table were 
O. P. Carter, inspector of agencies New 
York Life, Chicago; Arthur Johnson, 
Great-West Life, Detroit; Ben Wil- 
liams, assistant superintendent of agen- 
cies Bankers of Iowa; John Jamison, 
Research Bureau; Paul Cook, general 
agent Mutual Benefit, Chicago; N. K. 
Allison, manager Connecticut General, 
Chicago. who was treasurer of the 
school, and C. J. Zimmerman, general 
agent Connecticut Mutual, Chicago. 


J. P. Mahoney Is Shifted 


J. P. Mahoney, who has been man- 
ager for the Metropolitan Life at Calais, 
Me., has been transferred as manager 
to Willimantic, Conn. He_ succeeds 
Joseph McQuail, who has gone to Paw- 
tucket, R. I., as manager, succeeding 
William Meehan, retired. 


New Pyramid Medical Director 


Dr. J. H. Sanderlin has been elected 
medical director of the Pyramid Life, 
Little Rock, Ark., to succeed Dr. G. F. 
Jackson, who died some months ago. Dr. 
Sanderlin is a graduate of the Univer- 
sity of Arkansas and Tulane University. 
He has practiced in Little Rock since 
1922. 











Birmingham Superintendent Dies 

K. E. Bryant, 52, superintendent of 
the Birmingham office of the National 
Life & Accident, died from a heart at- 
tack at his home. He went to Birming- 


‘ham from Marshall County, Tenn., 26 


years ago. He had been with the com- 





pany since that time. 














NEWS OF WEEK 


SEC hints that its investigation of in- 
surance companies may not be limited 
to the official purpose and that the mem- 
bers may stretch the inquisition into 
broader channels. Pagel 

* * 

Northwestern Mutual Agents: Associa- 
tion convention at Milwaukee distin- 
guished by ee a —e=. Pagel 





Many views are expressed on the cur- 
rently important topic of public rela- 
tions at the meeting of the north central 
round table of the Life Advertisers As- 
sociation in =. a , Pagel 


Additional program details for the 
convention of :the National Association 
of Life Underwriters in Houston are an- 
nounced, Page 3 

* * x 

Membership in National Association of 
Life Underwriters at the close of the 
fiscal year June 30 was 26,094, Member- 
ship Chairman Harry T. Wright reports. 

Page 3 
a a 


President M. J. Cleary of the North- 
western Mutual Life urged agents to 
sell the millions who are employed and 
who have incomes in excess of current 
needs. Page 3 

* * * 


_Roger B. Hull, managing director Na- 

tional Association of Life Underwriters, 

speaks before the insurance section of 

the American Bar Association at Cleve- 

land this week. Page 2 
* *K * 


Comment on possible decrease of in- 
terest loan rate by medium sized and 
smaller companies. Page 4 

* * * 

_Three life company executives give 

views in management symposium. 
Page 5 
* * x 


Change is made in the official person- 
nel of the Washington National with 
executive office at Evanston, Ill. 

Page 8 
* * x 

Commissioner Earle of Oregon delays 

New York examination visitation. 


* * * 

National Fraternal Congress general 
and section annual meeting programs for 
Toronto, Aug. 22-25, nearly complete. 

Page 2 









President T. W. Appleby of the Ohio 
National Life makes notable address to 
his agency convention at Mackinac 
Island. Page 11 
* * x 
Ralph C. Price, vice-president of the 
Jefferson Standard Life, takes charge of 
the agency department. Page 18 
* * x 


Court orders Metropolitan Life to bar- 
gain exclusively with C, I. O. union in 
New York area. Page 11 





H. L. Woods Is Welcomed 
at Luncheon in Hartford 


Hollis L. Woods, newly appointed 
Connecticut general agent for the Mu- 
tual Benefit Life, succeeding William H. 
Griswold, was officially inducted into 
his new post by H. G. Kenagy, super- 
intendent of agents, at a luncheon in 
Hartford attended by leading business 
and professional men. 

Among those who spoke briefly were 
Philip Hewes, executive secretary to 
Governor Cross; E. N. Allen, president 
Hartford chamber of commerce; “ 
Hartshorn, president Hartford Life Un- 
derwriters Association; W. F. Morgan, 
president Hartford Managers & Gen- 
eral Agents Club; J. T. McCance, presi- 
dent Connecticut Life Underwriters As- 
sociation; J. H. Thompson, Hartford gen- 
eral agent Connecticut Mutual; G. F. B. 
Smith, Connecticut Mutual assistant su- 
perintendent of agencies; W. H. Gris- 
wold, whom Mr. Woods succeeds; R. E. 
Olmsted, Mutual Benefit general agent 
at Providence, R. I.; A. F. Stolz, dis- 
trict manager Mutual Benefit at New 
Haven, and John H. Duncan, president 
New Haven Life Underwriters Associ- 
ation. 

Others in attendance, in addition to 
the Hartford Mutual Benefit agency 
staff, included H. V. Krick, general 
agent Penn Mutual; F. E. DeGroat, 
Boston, and J. B. Thompson, Albany, 
Mutual Benefit general agents, and A. 
V. Youngman, associate general agent, 
New York City. 

















oe urking Menace 


With deadly, silent cunning, 


civilizations relentless foes— 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 
OPPOSITE INDEPENDENCE HALL 


worry, failure, poverty, disease, 
death—stalk to take their toll of 


human happiness. 


The prudent man erects about 
himself and his family the impreg- 
nable barrier of life insurance, 
properly planned with the help 
of the conscientious and well- 


informed insurance representative. 
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Snapped at “Ad” Men’s Chicago Parley 





These pictures were made at the meet- 
ing of the north central round table of 
the Life Advertisers Association in Chi- 
cago. Left to right are shown: A. Scott 
Anderson, Equitable Life of Iowa, 


chairman of the round table, who pre- 
sided; J. P. McCarroll, Bankers Life of 
Iowa, chairman of the program commit- 
tee; Harry V. Wade, American United 
Life, one of the speakers; Alan Ken- 


nedy, Northwestern National Life, and 
Ben Williams, assistant superintendent 
of agencies Bankers Life of Iowa, who 
appeared on the program. The meet- 
ing was a noteworthy success. 








Theories Vary as 
to Public Relations 


(CONTINUED FROM PAGE 1) 


posed of men who have a real concep- 
tion of the business. In making this 
recommendation, he was differing with 
those who advocate employing a “smart” 
advertising firm. A man who is not 
close to the business possesses no 
magic, he contended, that enables him to 
do a sensational job of public relations. 

C. J. Zimmerman, Connecticut Mu- 
tual general agent in Chicago, who is 
secretary of the National Association 
of Life Underwriters, was the luncheon 
speaker. He, too, voiced some ideas 
about public relations. He said that re- 
cently he received a letter from the 
president of a life company urging that 
public relations be not discussed at the 
Houston convention of the National as- 
sociation. Mr. Zimmerman contended 
that the matter should be brought into 
the open and thoroughly discussed. 


“Pussy Footing” Attitude 


He condemned what he termed the 
“pussy footing” attitude of certain home 
office executives towards the attack 
literature that is being circulated. Ef- 
forts should be made to counteract the 
effects of these attacks, he contended. 
He said he does not share the view of 
those who argue that the attacks should 
not be dignified by a reply. In the long 
run, according to Mr. Zimmerman, the 
attacks will have no force, but that 
doesn’t mean that the business should 
not “come back at them” in the mean- 
time. 


Favors Institutional Program 


Mr. Zimmerman said he favors a na- 
tional institutional advertising program. 
At present, he said, many of the com- 
panies that operate nationally are en- 
gaging in national advertising but only 
a comparatively few companies do oper- 
ate nationally. Since most companies 
operate locally, institutional advertising 
is advisable. 

The campaign, if undertaken, should 
be directed, he said, primarily at selling 
the “distribution system.” The supreme 
effort should be made to enhance the 
prestige of the agent. The public is 
well. disposed toward the institution, 
but it does sympathize with the attack 
on the agency system. It is important, 
therefore, according to Mr. Zimmerman, 
to sell the soundness of the agency sys- 
tem to the public. 

Mr. Zimmerman gave a number of 
suggestions as to how the advertising 
executive of a life company may give 
practical help to the agent and general 
agent. The producer should be _ in- 
structed in what constitutes news, so 
that he can procure favorable publicity 





from his local press. Much can be 
done along this line. 

Mr. Zimmerman said he is committed 
to the use of direct mail and the ad- 
vertising executive can do much to edu- 
cate the agent and general agent on 
how to use this equipment. He said 
that in his agency a record was kept 
over a six months period of 25 men 
who used direct mail. They sent 4,102 
letters, got 16 percent replies and 
closed 6 percent of the replies for a to- 
tal of 41 sales amounting to $205,000. 
The value of direct mail has to be con- 
tinually impressed upon the agent, he 
said. 

Many agents have difficulty in com- 
posing letters, he observed, and the ad- 
vertising executive might well prepare 
sample letters on which the agent can 
base preapproach mailing. 

Mail pieces should be devised for use 
between the time that the agents make 
the initial interview and the call back. 


Need Motivating Material 


There is need of more motivating ma- 
terial to help close business. He sug- 
gested that greater use might be made 
of premium notices to educate the pol- 
icyholder on the value of his present 
insurance. For instance, there might be 
inserted a statement of the increase in 
surrender value that has taken place or 
the increase in dividend. Lapse letters 
should be humanized. 

The advertising man can help the gen- 
eral agent in recruiting new men and 
selling them the business. Direct let- 
ters can be composed and also pieces 
to be used as premium notice enclosures. 
Visual sales material could be prepared 
and specific examples collected of suc- 
cessful men in the business. 

. C. Irwin, assistant actuary Equit- 
able of Iowa, gave a talk “The Actuary 
Looks at the Sales Promotion For- 
mula.” He recommended that sales 
promotion material be keyed to the emo- 
tions and intellect of the small buyer 
and the average agent. It is only the 
exceptional agent who is a programmer 
and tax expert. Misleading comparisons 
should be avoided. 


Sales Promotion Expense 


The problem of sales promotion ex- 
pense is complicated, he declared. “How 
much can we afford to pay for business,” 
is the constantly recurring problem. 
Should a new policy be adopted? If 
it is adopted will it mean that there will 
be merely a shift of business from one 
form to another? Will it strengthen the 
morale of the agent? If a new policy 
is brought out, how should it best be 
presented? 

Both mathematical and human equa- 
tions are involved in the sales promo- 
tion formula, he said. 

Mr. Irwin hinted that the business 
is likely to be simplified through revision 





of the gain and loss exhibit. He sug- 
gested that the perpetuation of the gain 
and loss exhibit has been due to the 
tendency of actuaries to cling to old 
technicalities. He gave some _ hypo- 
thetical conversations between the actu- 
ary and the agency executive in this 
connection. For instance, the agency 
executive sees that the company has a 
low rate of actual to expected mortality 
and decides to do some bragging about 
it. The actuary points out that the fa- 
vorable record is due to the particular 
age distribution of the company, it is 
affected by the amount of new business 
written and if all factors were properly 
weighted, the comparison might not be 
so favorable. 


Loss From Loading 


Another occasion the agency execu- 
tive complains to the actuary that the 
company is showing a large loss from 
loading and agents from other compa- 
nies are making capital of this. The 
actuary explains that this is really some- 
thing to boast about because it arises 
from a fact that the company has been 
writing an unusual amount of new 
business. He thus illustrated how the 
gain and loss exhibit produces confu- 
sion. 

The business is really very simple, 
he observed. The apparent complica- 
tions arise from the steps that have been 
taken to overcome the two underlying 
fallacies of assessmentism. Those fal- 
lacies are the failure to collect the 
assessment in advance and the failure 
to take into consideration that mortality 
will increase. 

Harry V. Wade, vice-president Ameri- 
can United Life, was the final speaker. 
He discussed the national magazine ad- 
vertising which his company has been 
conducting for seven years. The com- 
pany, he said, engages in this activity 
because of the favorable reaction it pro- 
duces among the agents. It strengthens 
the morale of the agents, encourages 
them to make sales efforts when they 
might otherwise be discouraged. It is 
this advantage rather than direct sales 
that prompts American United to make 
this expenditure. 

In the first year American United 
(then United Mutual) spent $40,000 in 
national magazine advertising. 


A Reason for Less Appropriation 


Last year it spent $8,000 and _ this 
year it will probably spend $4,000. Less 
advertising is used, he said, because 
the medium has done its job for his 
company. He said American United 
agents have gotten the impression that 
the campany is a national magazine ad- 
vertiser. American United can place an 
advertisement occasionally and ‘by cre- 
ating enough attendant byplay, the 
agents. become conscious of the fact that 
the publicity is appearing in national 





Ordinary Sales Results 
for Six Months Reported 


a, 


Ordinary sales decreased 24 percent 
in June, making a six month decline 99 
percent, according to the Sales Re. 
search Bureau. The best results for the 
first six months were the experience jp 
the south central and far western re. 
gions, Nevada, North Dakota and South 
Dakota being the only states to show a 
gain. The Atlantic seaboard sections 
showed the largest percentage drop. 

Smaller companies are faring better 
than the larger ones in percentage of 
sales. In June the $400,000,000 and over 
in force class showed a 25 percent de- 
cline in sales, 23 percent for the year, 
while 13 percent of these companies 
showed ‘gains in June and 7 percent for 
the year. In the $150,000,000 to $400,- 
000,000 class sales were off 18 percent 
for June and 12 percent for the year to 
date. In June 18 percent of these com- 
panies showed gains and 12 percent for 
the year. Business of $150,000,000 and 
under class was off 19 percent in June, 
15 percent for the year and 22 percent 
of the companies showed gains in June 
and for the year. k 

Ordinary sales comparisons by sec- 
tions and for the larger cities follow: 

June, 1938 Year to Date 


Sales Ratios Sales Ratios 
Volume 1938 Volume 1938 


in to in to 
$1,000 1937 $1,000 1937 
% % 





United States 


total $3,043,893 


$502,588 76 
Sections 


New England 34,880 
Middle Atl. .. 137,997 
East No. Cent. 106,665 
West N. Cent. 52,342 
So. Atlantic.. 48,060 
East S. Cent. 20,865 
West S. Cent. 42,829 
Mountain 14,856 86,277 
Pacific 44,094 255,219 


Cities 
June 


222,582 


Year to Date 
Boston 17% 
Chicago 
Cleveland 
Detroit 

Los Angeles 
New York 
Philadelphia 
St. Louis 


“Contingent Endowment” 
Ban in Tennessee Enjoined 


NASHVILLE, TENN. — Commis- 
sioner Britton has been enjoined from 
enforcing his stop order against one 
of four companies writing “contingent 
endowment” insurance in the state. 
Chancellor Howell granted the injunc- 
tion on application of the Nationa 
Equity Life of Little Rock. 

The stop order was made after, At- 
torney-General Beeler ruled that “con- 
tingent endowment” insurance 1S 
“gambling.” Other companies named in 
the order were the Andrew Jackson 
Life, Nashville; Tennessee Valley Life, 
Jackson, Tenn., and Preferred Life of 
Alabama. A 

According to Commissioner Britton, 
policyholders are put into groups and 
numbered from 1 to 25. When a policy- 
holder down the list dies, his estate gets 
$1,000 and the No. 1 man, or the first 
person on the list, gets $1,000. When 
No. 1, dies, No. 2 steps into his place at 
the top of the list and becomes eligible 
to collect $1,000 on the death of any 
member of the group below him. . 

“The best explanation that I can give 
of the plan’s working is that it operates 
very much like a chain letter,” the com- 
missioner said. The attorney-general 
ruled that this form of insurance 15 
“gambling on the death of other mem- 
bers of the group” and “on stepping uP 
into the No. 1 position.” 








advertising mediums. The plan is to 
build a merchandising campaign aroun 
the advertisement regardless of how 
small it may be. The company uses 
larger advertisements at less frequent 
intervals. 
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Says Life Insurance Is 
But One Institution 





President Appleby of the Ohio 
National Life Points Out Com- 
munity of Interest 





MACKINAC ISLAND, MICH.— 
President T. W. Appleby of the Ohio 
National Life spoke before the agency 
convention of his company here this 
week. He usually presents a treatise 
that is profound and comprehensive, 
dealing with some of the vital problems 
of the day. He is a thinker and gets a 
wide sweep due to his study, observa- 





T. W. APPLEBY 


tion and'penetrating analysis. This week 
he took as his subject “Economics and 
Social Change.” After dealing with the 
topic he asked his agents how all this 
interests those who are in life insur- 
ance. He made the following reply: 

“In the first, place, our business is 
possible only because of the modern 
concept and forms of wealth. We now 
render a service that was impossible in 
former days and that was only dimly 
conceived and very little practiced 150 
years ago. We are, therefore, of this 
modern fabric. Life insurance in Amer- 
ica and in the British Empire has proved 
its versatility enough in the last 100 
years to meet generally every economic 
and social change to which it has been 
exposed. It now seems reasonable to 
hope that it will continue to do so. 

“One danger, if I dare to predict, must 
be in the mind of every student. It lies 
in our new form of wealth. This in- 
tangible wealth is based on debt. The 
basis of all debt is the public debt. This 
new wealth has proven to be very fickle 
as compared to the wealth consisting 
of things and land because of the fickle- 
ness of public debt. Life companies 
generally cannot own things and land 
to any great extent. The laws of a few 
states have made it possible for them to 
go into real estate to a limited extent, 
but by most this is considered an ex- 
periment. 

“Public debt has been in many cases 
repudiated outright. In some countries, 
Germany for example, it, together with 
private debts was liquidated completely 
by a destruction of the currency. France 
eliminated 92 percent’of her internal 
debt, both public and private, by devalu- 
ation of the franc. Great Britain and 
the United States have eliminated about 
40 percent of each of theirs by the same 
process, though England has not re- 
valued her pound sterling and _ the 
United States has only provisionally re- 
valued the dollar. That this loss has 
not been observed or realized is due 
to the fact that we have not had a cor- 
responding price rise which was confi- 
dently expected. 

“Students have not agreed as to why 
this rise in prices has not occurred, that 





is, why inflation has not taken place but 
believe that it is based in our banking 
and credit structure in some way not 
yet wholly explained. But that it will 
come, whether now recognized or not, 
is almost certain. Perhaps new read- 
justments will have come gradually and 
it may not do us the harm that occurred 
to life insurance on the continent of 
Europe. 

“The greatest service that life insur- 
ance has rendered has not been the 
benefits to widows and orphans except 
as these are a part of the social service 
rendered to the whole people, whether 
insured or not. This service has been 
because of the stability it has helped to 
give to the social structure. The many 
ways it has functioned in this respect I 
shall not now detail. You have already 
thought of some of them. 

“The fact that life insurance is one 
institution, whether in one company or 
300, and all policyholders have a com- 
munity of interests, has not been real- 
ized. If it could be realized and in 
some way a part of human prejudice 
could be overcome, it would create the 
greatest force for economic and conse- 
quently social good. This is our field 
and we can do no better than realize 
it ourselves and preach it to the extent 
of our ability, and to the extent it is real- 
ized only can life insurance be that so- 
cial force that it is possible for it to be.” 





’ 


Metropolitan Ordered to 
Bargain with CIO Union 


Case Will Be Carried to United 
States Supreme Court If Neces- 
sary, Company Counsel Says 





NEW YORK —tThe Metropolitan 
Life must bargain with the CIO Indus- 
trial Agents Union as exclusive repre- 
sentative for Metropolitan agents in the 
five boroughs of New York City and 
the three adjacent counties of Nassau, 
Suffolk and Westchester, Supreme Court 
Justice Steuer ruled this week. Justice 
Steuer overruled the Metropolitan’s con- 
tention that the state labor relations law 
is not constitutional and held that the 
statute applies to all employes, not merely 
to manual workers, as the company had 
argued. The court did hold, however, 
that the order to the company to deal 
with the union as “exclusive” bargain- 
ing agent for all its employes in the ter- 
ritorial bargaining unit under considera- 
tion does not exclude individual bargain- 
ing between the company and individual 
agents. Samuel Seabury, counsel for 
the Metropolitan, said that the uphold- 





ing of the right of individual bargaining 
constituted a great step in advance. 

As far as other points of the opinion 
are concerned, Mr. Seabury said an ap- 
peal will be taken, even going as far as 
the United States Supreme Court if 
necessary. The appellate division, which 
is the next step in the appeal route, has 
the option of granting the Metropolitan 
a stay of Justice Steuer’s order until 
it hears and gives a decision on the 
Metropolitan’s appeal. Such a stay 
would leave the mater of collective bar- 
gaining where it now stands for the 
time being, since the case probably will 
be heard by the appellate division in 
October and then go to the court of 
appeals in January. 

There is some uncertainty on just what 
is meant by the justice’s upholding of 
the right of the company to bargain with 
individual agents. This will undoubtedly 
be clarified when he issues the actual 
order to the Metropolitan to bargain 
with the agents’ union. 

Officials of the state labor relations 
board, which brought a cross-motion 
asking that its order be upheld, are of 
the opinion that Justice Steuer’s ruling 
in no way affects the labor relations 
law’s provision that a collective bargain- 
ing agent shall represent all the em- 
ployes of a company within the desig- 
nated bargaining unit. 
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“Business Is Good’ —Minnesota Mutual 


NEW PAID BUSINESS the first six months of this year was over 
20% ahead of the same period last year. Much of the in- 
crease can be attributed to the FAMILY POLICY, our "All 


in One" Plan which insures the entire family under ONE con- 


|. A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 
Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: Regular—Juvenile— 
Women—Group—Payroll Savings, etc. 


10. Low Monthly Premiums. 


A $217,000,000.00 Mutual Company, 58 years old 
with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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MEMBERS 1938-39 
4IFE INSURANCE COMPANY 


MBUS, OHIO 


S. §. South American —a 7-day cruise on the Great Lakes. 
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The Boys from the “‘Institute’’ 


THE FORTUNES of the life insurance fee- 
counsellor concern doing business as “Na- 
TIONAL INSTITUTE OF RESEARCH AND Eco- 
nomics, Inc.” in New York City will be 
watched with considerably more interest 
than the usual outfit of this type. The 
organization appears to be adequately 
financed and geared for high-powered pro- 
motion. The size of the fees which the 
“institute” claims to collect borders on the 
incredible. According to ALLEN KaAyE- 
MarrIN, one of the organizers, fees in the 
larger cases run into thousands of dollars, 
the highest being $7,200 which was charged 
for “saving” a client $32,000 a year while 
allegedly increasing his estate and improv- 
ing his insurance set-up in the opinion of 
the trust company whose approval was 
sought. 

To any one in the life insurance busi- 
ness it seems unbelievable that a policy- 
holder could be so ignorant as to pay an 
adviser for “adjusting” him out of his 
sound, high-cash-value policies even by ap- 
parently saying him an impressive amount 
of money each year by so doing. For the 
long pull there is no investment of com- 
parable safety that produces a yield meas- 
urably greater than life insurance. It is 
difficult to see how any one, no matter 
lhow large his estate, could hope to benefit 
to the extent of $7,200 by “readjusting” his 
insurance unless he relied on assumptions 
involving a large amount of wishful think- 
ing. 

If the “institute” succeeds in getting any- 
where with its system, its success should 
be an eye-opener to the life insurance busi- 
ness. It would indicate that there is even 
more need for an institutional program of 
life insurance public relations than has 
hitherto been believed even by those most 
heartily in favor of such a plan. It would 
go beyond the findings of Joun W. Darr, 
now vice-president COMMERCIAL INVEST- 
MENT Trust, who several years ago made 


a survey indicating that life insurance, as 
an Ocravus Roy CoHEN character might 
put it, is one of the most ignorant things 
the average man is about. Even if the 
public, after knowing all the facts, feels 
that the type of setup recommended by the 
“NATIONAL INSTITUTE OF RESEARCH AND 
Economics” is what it wants, the policy- 
holders should know enough to realize that 
the companies underwriting his policies 
can do the job for him and not charge 
even a small fee for it. 

One thing may be said for the “Na- 
TIONAL INSTITUTE”: its organizers are 
cocky enough about the rightness of their 
recommendations so that they are willing 
to go to the mat with the client’s life in- 
surance broker and profess willingness to 
convince not only him but the client’s ac- 
ccuntant and lawyer before accepting the 
fee. So far the “institute” has not run up 
against any of the big life insurance spe- 
cialists. Perhaps Mr. Kaye-Martin’s ref- 
erence to the client’s “broker” helps ex- 
plain why the concern has had some success 
so far, ‘for brokers usually are not life 
insurance specialists and probably less able 
to out-talk a high pressure salesman on 
the other side of the fence. 

The “NATIONAL INSTITUTE OF RESEARCH 
AND Economics” is swinging into an inten- 
sive sales campaign and there is reason to 
believe that more cancellations may be ex- 
pected not only in New York City but 
elsewhere since about 70 percent of its 
business comes from outside the city. 
Obviously agents and general agents every- 
where that the “institute” is operating 
should be on the lookout for signs of de- 
fection among their insured and not give 
up the fight too easily, since the policy- 
holder is not obligated to pay a fee unless 
he is convinced of the soundness of the 
“NATIONAL INSTITUTE’S” recommendations 
and decides that it is desirable to fol- 
low them. 


Workers Who Have Made Progress 


WHEN one studies the life, achievements 
and career of men who have reached the 
top of their organization there seems to 
be always one conclusion. These people 
have climbed to the highest rung of 
the ladder because they have worked 


intelligently and they are none other 
than workers who have advanced. They 
did not arrive there without some rea- 
son. They are there because they made 
their mark. They won their spurs and 
hence progressed. 


Keeping Closer to Prosperous Prospects 


SomE companies make it a point to 
analyze from time to time the sources 
from which their chief business is coming 
so that they can pass the word to agents 
who may in this way be able to concen- 
trate on more fertile territory. It was 
pointed out recently by W. C. JEFFREY, 


sales director of the OceEAN ACCIDENT in 
its accident and health department, that 
every week in New York City a meeting 
of the OcEAN BreaKFAsT CLuB is held, 
composed of accident and health producers, 
chiefly life men, who go over the business 
and occupational map and decide what lines 


of business are prosperous and what are 
not. They then can avoid the barren fields 
and concentrate on those more promising. 

In this way it is found that agents have 
no difficulty in selling insurance. They are 
able to save time and energy. There are 
certain activities at seasonal times that are 


prosperous and others are not. Some have 
been hit harder by the economic depression. 
Others are forging ahead in spite of the 
depression. By thus having an alignment 
of prospect sources there is a definite and 
powerful aid given to those that are out 
working with the rate book. 


Giving Policyholders More Information 


Roy L. Davis, assistant state insurance 
director of Illinois, in his talk before the 
agency convention of the FRANKLIN LIFE 
gave it as his opinion that agents as a rule 
do not take enough time to explain fully 
to policyholders, especially when they are 
buying insurance, more about the policy, 
what it will do, what the chief factors are 
and what the benefits are. A vivid picture 


should be portrayed. He stated that if 
this be done there would be a great reduc- 
tion in lapsation. He believes that there 
is a great opportunity for agents to solidify 
life insurance in the minds of policyholders 
because they can get a better and fuller 
understanding of its value. In this way 
agents become the best possible public rela- 
tions officials. 











PERSONAL SIDE OF BUSINESS 





The condition of S. M. Saufley, man- 
ager of the U. S. Department of Com- 
merce office in Louisville, who is under 
treatment at the Jewish Hospital for a 
heart ailment, is reported as not serious. 
His physician advised a month’s rest. 
Mr. Saufley some years ago was Ken- 
tucky commissioner and later an execu- 
tive of the Kentucky Home Life. 





Miss Vera V. Campbell, one of the 
leading producers of the Columbus Mu- 
tual Life, was wed the other day to Dr. 
Joseph M. Huerkamp, who is an exam- 
iner of the Columbus Mutual and one of 
the outstanding surgeons in western 
Ohio. The wedding took place at 
Bardstown, Ky. Miss Campbell will 
continue her professional work in in- 
surance. She was one of the chief 
speakers at the 1937 convention of the 
Columbus Mutual. 

Miss Campbell now makes her head- 
quarters at Fort Recovery, O., where 
Dr. Huerkamp is in general practice. 


Naval Reserve Lieut. W. Biddle 
Combs, Oregon general agent, North- 
western National Life, is on a Pacific 
cruise on the U.S.S. Perry. 








Walter E. Webb, who resigned as 
vice-president of the Hercules Life of 
Chicago when it was sold to the Wash- 
ington National of Evanston, IIl., is so- 
journing with Mrs. Webb in Los An- 
geles, staying at the Glendon Apart- 
ments, 1070 Glendon avenue, Westwood 
Village, Los Angeles. They met their 
son, Jack, who was spending his vaca- 
tion in southern California. Jack has 
returned now to St. Louis where he is 
in business. Mr. and Mrs. Webb are re- 
creating and will return to Chicago in 
due season. 





Dr. and Mrs. F. H. Richardson of 
Medford, Mass., have announced the en- 
gagement of their daughter, Miss Elea- 
nor Jane to E. R. Walker, field assistant 
in the agency department of the State 
Mutual Life. No date has been set for 
the wedding. 

Mr. Walker, who was appointed field 
assistant in January, 1936, has been a 
member of the agency department since 
September, 1934, when he transferred 
from the audit department. He had been 





traveling auditor since his first connec- 





tion with State Mutual in 1928. He re- 
ceived his Ph.B. in 1925 from Brown 
University, where he majored in eco- 
nomics. He won his letter in tennis, and 
served as business manager both of the 
year book and the university orchestra. 
Prior to his connection with State Mu- 
tual, Mr. Walker was a bond salesman 
in Providence, R. I 





Herman L. Ekern, Wisconsin lieuten- 
ant governor, has announced his candi- 
dacy for United States senator on the 
Progressive ticket. He is a prominent 
‘insurance attorney and was formerly 
insurance commissioner of Wisconsin. 
He is closely associated with Governor 
Phillip La Follette and Senator Robert 
M. La Follette, Jr., and was recently 
named lieutenant governor by Governor 
La Follette to fill an unexpired term. 
Mr. Ekern was closely associated with 
R. M. La Follette, Sr. 





Marshall T. Jamison, president of 
New Era Life of Springfield, Mo., is a 
candidate for state representative from 
Green county in the democratic primary 
Aug. 2. He operated live stock insur- 
ance companies in Springfield, Ill, and 
other places in days gone by. 





Fred C. Smith, one of the leading 
agents of the New York Life in Cleve- 
land, is a candidate for representative 
in. the Ohio legislature before the Re- 
publican primaries Aug. 9. He was born 
in Castleton, Md., and graduated from 
business school. He spent 23 years 
with the National Cash Register in vari- 
ous departments and a little over three 
years ago went with the New York Life. 





David I. Green, manager of the group 
plan department of the United, is taking 
an extended vacation, going July 26 
to New York to take passage on the 
S. S. Veen Dam for the Panama Canal 
Zone and several South American ports, 
He will return about Sept. 1. 





W. S. Robinson, 47, who has served 
as cashier of the Travelers in Hartford, 
Minneapolis, Baltimore, Washington, 
Rochester, N. Y., and Springfield, Mass., 
died in Springfield following a long ill- 
ness. He went with the Travelers after 
graduating from Wesleyan University 
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in 1914. In 1919 he became manager of 
the life and accident department of the 
Gilmore & Goldthwaite agency in 
Springfield and later formed the Oppen- 
heimer & Robinson agency there. The 
past two years he had been in the in- 
yestment business in New York City. 





Arthur L. Bates, 87, with the Union 
Mutual Life for about 64 years and 
president for 20 years, from 1914 to his 
retirement in 1933, died at his home in 
Portland, Me. He entered the employ 
of the Union Mutual as a junior clerk 
in 1869 and .advanced through:all de- 
partments of the home office to cashier, 
assistant secretary, secretary, vice-presi- 
dent and president. 





J. C. Mayer, Pacific Coast manager 
and sales representative of the Rough 
Notes Company of Indianapolis, died in 
Hollywood, Cal., after a long illness. 
He was well known in insurance offices 
throughout the west, including mountain 
and Pacific Coast states. While he had 
spent the past six years in Pacific Coast 
territory, for four years previously he 
represented the company in other sec- 
tions of the country. 





George M. McCampbell, who is in 
charge of the brokerage department of 
the McNulty agency of the Prudential 
in the Times Square district in New 
York City, is spending his vacation in 
Chicago. Mr. McCampbell married Miss 
Harriett Cunningham, who is a daughter 
of the late W. H. Cunningham, for 
many years western manager of the Fire 
Association. She is a sister of R. M. 
Cunningham of Marsh & McLennan, 
who is vice-president of the Chicago 
Board of Fire Underwriters and J. D. 
Cunningham, who is a director of the 
Lumbermen’s Mutual Casualty of Chi- 
cago and president of the Republic Flow 
Meters Company of that city. Mr. Mc- 
Campbell is a member of the glorious 
class of 1894 Princeton University, was 
a leader in the glee club in his senior 
year and met his wife while she was a 
student at Evelyn College at Princeton. 
He still leads the choral songsters at ’94 
class reunions at Princeton commence- 
ment times. 





Mrs. Ethel P. Jones, abstract clerk in 
the Ohio insurance department, died from 
a cerebral hemorrhage. She had been 
with the department more than 10 years. 





Life Insurance Essentially 
a Woman’s Business 





_MILWAUKEE—Percy H. Evans, 
vice-president and actuary of the North- 
western Mutual Life, spoke at the lunch- 
eon and business session for the women 
guests of the Association of Agents, 
which is meeting here. Mrs. Edmund 
Fitzgerald, wife of the vice-president, 
presided. 

Mr. Evans used as his text the gen- 
eralization, “Every man is as lazy as he 
dares to be.” Life insurance, Mr. Evans 
Pointed out, is essentially a woman’s 
business, devoted to the protection of 
the women and children. Statistics show 
that more than half of the country’s 
wealth is now owned by women since 
the expectation of female life is three to 
five years longer than the male ex- 
pectation. 


Expect Women’s Support 


“Tf life insurance comes to need pro- 
tection from political attack and exces- 
Sive taxation,” Mr. Evans said, “it has 
a right to expect such support from the 
women voters of America.” 

Life insurance selling has been a fa- 
vored occupation during the depression 
Period, said Mr. Evans. “While life in- 
surance has been harder to sell and has 
required greater effort from its agents, 
the business has been less affected by 
depression business conditions than other 
activities. Life insurance is a hard-times 
business because in such times men need 
ife insurance protecton more than in 
Prosperous times,” he pointed out. 











NEWS OF THE COMPANIES 





Northwestern Mutual Report | 





Sales Improve in June — Gains Re- 
ported in Assets and Insurance in 
Force 





In the first six months of 1938, the 
Northwestern Mutual Life wrote new 
paid-for insurance in the amount of 
$106,080,517 represented by 30,085 new 
policies. In line with the tendency of 
business in general, life insurance sales 
were off for the first half. June, how- 
ever, showed a decided improvement 
over March, April and May. 

As of June 30, the Northwestern Mu- 
tual Life had $3,863,007,650 insurance 
in force on 1,034,133 policies, as against 
$3,819,882,360 and 1,019,254 policies last 
year. 
439,770, including premium income of 
$64,487,470, and interest and rents of 
$24,773,745. 

Disbursements totaled $76,082,017, and 
included payments to policyholders and 
beneficiaries of $56,716,849, of which 
$23,605,558 was paid on 5,754 death 
claims and $16,256,173 in dividends. In- 


Six months income totaled $104,- 





cluded in disbursements were payments 
of $7,323,885 under installment and op- 
tion settlements. Taxes paid totaled 
$2,716,998. Excess of income over dis- 
bursements was $28,357,753. 

Assets as of June 30 were $1,206,788,- 
904, compared to $1,159,297,138 a year 
ago. 

Investments in ledger assets included 
$655,624,232 bonds at book value, about 
50 percent of total ledger assets and a 
$54,888,110 increase. 

Mortgage loans totaled $309,913,454, 
about 25 percent of assets, and an in- 
crease of $10,028,490. Farm loans ag- 
gregated $82,543,998; city loans $215,- 
559,230, and residence loans $11,810,226. 

Policy loans are $174,469,158, a de- 
crease of $4,100,619. Cash totals $6,665,- 
618. 


Old Colony Creditors Get 
Pitifully Small Recovery 








At the direction of the Cook county 
circuit court, H. G. Miller, receiver, has 
paid the first and final dividend to pol- 
icyholders and general creditors of Old 





Colony Life of Chicago. This distribu- 
tion amounts to only 1.1763 percent of 
the allowed claims. The claims that 
were allowed amounted to about $4,000,- 
000 and the receiver was able to realize 
only about $46,000 from the assets to 
meet the obligations. This was a very 
thorough washout. Alliance Life, which 
reinsured the business of Old Colony 
Life, with liens, made a claim on be- 
half of the continuing policyholders and 
the small amount of money thus re- 
covered will be applied to the reduction 
of liens. 


Bankers Life of Nebraska 
Establishes Junior Board 


President H. S. Wilson of the Bank- 
ers Life of Nebraska has established a 
junior board of directors, the personnel 
to be selected from male employes. It 
is to serve first as a clearing house for 
ideas. Second, he hopes to have it serve 
as a training ground for. future leaders 
and executives. Membership is attained 
only through merit. The first board 
comes by appointment but future mem- 
bers will be selected by ballot. There 
will be a standard of qualification estab- 
lished for membership. The limit is 11 
members and at the time of each elec- 
tion two new ones will be chosen. The 
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membership of the first junior board is 
as follows: H. P. Stebbins, O. W. Hal- 
lam, George B. Cook, John H. Ames, 
Henry W. Fouts, I. W. Churchill, S. 
R. Purtzer, L. E. Corp, Paul N. Hall, 
J. T. Hoevet and E. S. Wescott. 





Bennett Taylor Advanced 


Bennett Taylor, who for the past year 
and a half has been superintendent of 
agencies of the National Fidelity Life, 
advanced to vice-president. 





Davis Agency’s Outing 

Sixteen members of the Channing 
Davis agency of the Canada Life in 
New York City were Mr. Davis’ guests 
at an outing*’at Canoe Brook County 
Ciub. Dinner followed a day of golf 
and other sports. 


Start Convention Cruise 


Members of the Master Producers and 
President’s Clubs of the Bankers Na- 
tional Life sailed for Nassau and Ha- 
vana this week on their convention 
cruise aboard the S. S. “Carinthia.” 


Myron Fairchild with Aetna 


SAN FRANCISCO.—M. L. Fair- 
child is appointed assistant general agent 
in the F. Crook Whatley agency of the 
Aetna Life succeeding W. V. Power. 
Mr. Fairchild for several years was gen- 
eral agent at San Francisco for the Con- 
necticut General before fFeturning to 
Rochester, N. Y., in local agency busi- 
ness. He returned to the Pacific Coast 
early this year, and located at San 
Diego before coming to San Francisco 
to accept his appointment. 


Golly Named in Peoria 

C. R. Golly, Equitable Society, was 
elected president of the managers and 
general agents division of the Life Un- 
derwriters Association of Peoria, Ill. F. 
J. Manning, Metropolitan Life, is vice- 
president; J. W. Ross, Mutual Benefit 
Life, secretary-treasurer. 














PROVIDENT 
LIFE INSURANCE CO. 


Essentially a policy- 
holders’ company, 
reared to sound ma- 
turity on the prin- 
ciples of conserva- 
tism and safety. A 
steady gain in each 
of our 22 years, tells 
its own story. 


General agencies are available to re- 
sponsible representatives in North Da- 
kota. South Dakota, Montana, Idaho, 
Washington. and Oregon. 


Home office—Bismarck, No. Dak. 
Western office—Portland, Ore. 














LIFE AGENCY CHANGES 





W. A. Arnold General Agent 


Succeeds E. R. Eckenrode in That 
Post for the Penn Mutual Life at 
Harrisburg 








With great reluctance the Penn Mu- 
tual Life has accepted the resignation of 
E. R. Eckenrode, general agent at Har- 
risburg, Pa., whose organization is one 
of the finest in the country. 

He joined the Penn Mutual as a per- 
sonal producer in 1914, and was ap- 
pointed general agent in 1916. As agency 
executive, recruiter, and trainer of 
salesmen, and as a brilliant personal pro- 
ducer, Mr. Eckenrode possesses a re- 
markable _ record. As a full-time 
personal producer, and with the title of 
associate general agent, his connection 
with the agency will continue. 

W. A. Arnold, II, has been appointed 
successor. For 10 years he has been a 
member of the Holgar J. Johnson 
Agency at Pittsburgh, which he joined 
in 1928 after graduation from the Uni- 
versity of Pittsburgh. During the first 
four years Mr. Arnold was learning the 
art of life insurance salesmanship as a 
personal solicitor. In 1932 he was ap- 
pointed a unit manager. In 1934 he was 
made manager of training, and took over 
the entire agency training and recruiting 
work. In 1935 he became assistant to 
the general agent, in which position he 
continued the training and recruiting, 
with promotional duties added. 

Mr. Arnold was last year chairman of 
the program committee of the Pitts- 
burgh Life Underwriters Association. 
He was program chairman of Pitts- 
burgh’s Supervisors Club. He has ap- 
peared as a speaker at the Pittsburgh 
Sales Managers Club and at meetings 
of outlying life underwriters associa- 
tions, as well as at the Penn Mutual’s 
managerial conferences. His _ father, 
while studying for the medical profes- 
sion, was a Pittsburg producer for the 
Penn Mutual in 1888, 50 years ago. 





Heads New General Agency 
in Meadville, Pa. 








CHARLES M. CARTER 


Charles M. Carter becomes general 
agent of the Continental American Life 
in a new agency at Meadville, Pa. He 
has been a district manager for 15 years 
for the Pittsburgh agency of a large 
eastern company and has wide contacts 
in the northwestern section of Pennsyl- 
vania. With the exception of four years 
spent in Erie, he has been located in 
Meadville since 1923, where he entered 





the life insurance business after several 
years of teaching school and selling life 


insurance on a part-time basis. He has 
been a consistent personal producer and 
his unit has produced regularly a sub- 
stantial volume of business. 


Land with Lincoln National 


John G. Land, Jr., has been named 
general agent in Oklahoma for the Lin- 
coln National Life. Headquarters will 
be in Oklahoma City with offices at 1020 
Petroleum building. He entered life in- 
surance in 1930 as agent of the Pruden- 
tial in Tulsa and four years later was 
named its assistant manager. During 
his four years as assistant manager, Mr. 
Land was responsible for considerable 
increases both in agency personnel and 
in agency production. 

Mr. Land has been active in the Life 
Underwriters Association and the Gen- 
eral Agents & Managers Association of 
Tulsa, having served as secretary-treas- 
urer of the latter organization. 


Fenton Fort Worth Manager 


Jack Fenton has been appointed man- 
ager of the Connecticut Mutual Life at 
Fort Worth, Tex., being under the jur- 
isdiction of the E. F. White general 
agency at Dallas. He succeeds Horace 
Foster, resigned. Mr. Fenton is a na- 
tive of Fort Worth, has been in the life 
insurance business there for the last 10 
years and is a successful man in his 
work. The Fort Worth office is the 
largest branch of the White agency. 
This agency, by the way, won the presi- 
dent’s trophy of the Connecticut Mutual 
in two out of the last three years. Mr. 
Fenton has been manager of the Jef- 
ferson Standard Life at Fort Worth. 


A. W. Wilson Omaha Manager 


A. W. Wilson has been appointed 
agency manager of the Bankers Life of 
Iowa at. Omaha succeeding his father, 
the late O. G. Wilson. Young Wilson’s 
entire business career has been with the 
Bankers Life. He is a native of Wash- 
ington, Ia. He attended the University 
of Chicago, graduating in 1926. During 
his college days he worked in his 
father’s office in Omaha during vaca- 
tions. On his graduation from college 
he became an agent in Omaha and later 
did supervisory work. However, he re- 
turned to personal production and has 
been a consistent man on the firing line. 
For the last six years he has been na- 
tional committeeman for the Omaha Life 
Underwriters Association. 


Miller District Agent 


A. W. Miller has been appointed dis- 
trict agent of the Northwestern Mutual 
Life with headquarters at Marshall, 
Minn., this being under the jurisdiction 
of General Agent S. A. Erickson of 
Mankato. Mr. Miller was formerly with 
oa Equitable Society in Crookston, 

inn, 








New Setup at Houston 


V. Chiodo has retired from the Chiodo 
& Cooper agency of the Ohio State Life 
Insurance Company at Houston, Tex., 
to devote all his time to his own insur- 
ance business. C. B. Cooper, remain- 
ing partner, has taken in his brother, 
W. J. Cooper, who formerly was gen- 
eral agent of the Illinois Bankers Life 
in Houston. The new firm will be 
known as Cooper & Cooper. 





Davis Is Fresno Manager 


L. D. Davis of Fresno, Cal., for 
many years identified with life insurance 
in California, has been named manager 
there for the Colorado Life. He has a 
fine record as a personal producer and 
an agency builder. His agency opens 
with five full-time agents. 


O’Callaghan Is Assistant 


Ambrose J. O’Callaghan has been ap- 
pointed assistant manager of the Lust- 








garten agency of the Equitable Society 





Chicago Man Made 
St. Paul General Agent 








ARCH R. HOULE 


Arch R. Houle, supervisor in the E. 
W. Hughes Chicago agency of the 
Massachusetts Mutual Life, has been ap- 
pointed general agent in St. Paul. He 
succeeds M. Becker, who as associate 
general agent will continue his 20 years’ 
association with the company, devoting 
most of his time to personal production. 

Mr. Houle entered life insurance in 
1919, with the Mutual Benefit in Chi- 
cago. A personal producer for 16 years, 
he consistently accounted for a substan- 
tial volume of business annually, and 
qualified for Million Dollar Round 
Table membership in 1936. In addition 
to his personal sales work he was for 
two years~instructor of agents of the 
Mutual Benefit. 

In July, 1937, Mr. Houle became asso- 
ciated with the Hughes agency as super- 
visor. 








in Chicago. He joined the agency five 
years ago at the age of 25. He pro- 
duces a large number of applications. 
Starting with 40 applications for $100,- 
000 the first year, he has averaged one 
and a half paid cases per week since 
he has been in the business and _ last 
year he led the Lustgarten agency with 
102 paid cases. 





Hackman Made Associate 


J. F. Hackman, manager of the 
brokerage department of W. T. Shep- 
ard agency of the Lincoln National Life, 
Los Angeles, has been appointed asso- 
ciate general agent. He has been with 
the agency 14 years. He will continue 
to handle the brokerage business in ad- 
dition to his duties as associate general 
agent. 





Opens New Los Angeles Office 


The Canada Life has opened an addi- 
tional office in Los Angeles at Holly- 
wood boulevard and Wilcox avenue, 
with Neil Burton as manager. The new 
office is entirely separate from the down- 
town office in the Subway Terminal 
building, in charge of C. H. Carpenter. 


Buck Named at Davenport 


J. E. Buck has been appointed gen- 
eral agent for eastern Iowa and western 
Illinois of the Central Life of Des 
Moines, with offices in the Union Bank 
building, Davenport, Ia. 


New Canadian C. L. U.s 


TORONTO—Thirty-three Canadians 
have completed three years of study and 
examination and are now entitled to 
use the C. L. U. designation. About 79 











were successful in the first year exami- 
nations. 











1938 





July 29, 1938 





LIFE INSURANCE EDITION 


17 




















~ LIFE SALES MEETINGS 





Ohio National’s Convention 





Annual Agency Meeting Is Being 
Held This Week at Mackinac Island— 


Excellent Program Arranged 





The Ohio National Life is holding its 
Builders Club convention at Mackinac 
Island, Mich., this week for which 16% 
field men qualified. Special entertain- 
ment was arranged. President T. W. 
Appleby opened the business sessions 
with an address “Economics and Social 
Change.” The two-day formal program 
was divided into two parts, the first be- 
ing devoted to “Prospecting” and the 
second to “Planned Selling.” E. E. 
Kirkpatrick, superintendent of agents, 
opened the discussion with “Prospecting 
Principles and Sources.” Ray Hodges, 
Cincinnati, is chairman of the prospect- 
ing section, and N. E. Glassbrook, Lan- 
sing, is chairman of the planned selling 
program. 

Other speakers are: J. R. Cole, San 
Jose, Cal, and Guy Chiesman, Spo- 
kane, ash., “Prospects from Policy- 
holders;” D. L. Garber, Williamsport, 
Pa., “Use of Center of Influence;” Sam 
Bliss, Erie, Pa., “Use of Endless Chain 
System;” Roy Lieber, Denver, “Use of 
Direct Mail in \Prospecting;’ C. H. 
Kahn, Fort Worth, Tex., “New and Old 
Prospects;” E. W. Millholland, Colum- 
bus, O., “The Two Call System of 
Prospecting;” E. B. Seidel, Omaha, and 
P. E. Garrett, Laramie, Wyo., “Pros- 
pecting Without Policyholders.” 

“Visual Selling’ was the topic of L. 
A. Wood, Mansfield, Mo., and J. W. 
Crawford, Little Rock, Ark., followed 
by E. E. Salisbury, St. Louis, “Selling 
Needs;” P. J. Hartley, San Diego, Cal., 
“Use of Toy Banks in Selling;’ C. M. 
Johnson, North Platte, Neb., “Use of 
Briefs in Selling,” and R. H. Moore and 
R. C. Roberts, Lansing, “Programmed 
Selling.” 


Michigan Men in Columbus 


Nearly 50 Michigan agents of the 
Ohio State Life visited the home office 
in Columbus. President Claris Adams 
presided at a dinner. Speakers included 
Assistant Superintendent Raymond 
Rhoads, Actuary W. A. Robinson and 
Warden L. U. Jeffries of the Ohio de- 
partment. State Manager H. E. Van 
de Walker and State Supervisor E. H. 
Narshall of Detroit headed the Michigan 
delegation. 

Reliance Men in Indianapolis 

J. F. Johns, superintendent of agencies 
of the Reliance Life, and R. C. O’Con- 
nor, Cincinnati manager, met with the 
executives and sales representatives of 
Gregory & Appel, Indianapolis general 
agents, at a luncheon meeting. Plans 
for expanding the business in Indian- 
apolis were discussed. Iliff Jones is 
manager of the agency’s life department. 
Ross E. Coffin, treasurer of the agency, 
presided. 


Continental Assurance Rally 


The annual agency convention of the 
Continental Assurance of Chicago will 
be held at the Edgewater Beach Hotel, 
Aug. 23-24. This is known as the 1-2-0 
Club. W. E. White, who is agency vice- 
president, will be in charge. The $250,- 
000 Club members will be taken on a 
trip to Catalina Island by Executive 
Vice-president Roy Tuchbreiter of the 
company, leaving Chicago Aug. 14. 


Hold Regional Conference 


The Minnesota Mutual Life held a 
regional conference at Breezy Point, 
Minn., about 75 agents attending from 
the northwest territory. Among speak- 
ers were H. J. Cummings, agency vice- 
President, and Col. C. B. Robbins, mana- 
ger and general counsel American Life 
Convention, Chicago, who gave an in- 
Spirational address. 





Find Increase in Membership 





Illinois Bankers Life Agency Clubs 
Will Show Material Addition in Num- 
bers and Interest This Year 





The Illinois Bankers Life announces 
a 30 percent increase in membership of 
the Leaders Club. It has shown an 
average gain of 35 percent over the pre- 
vious year in the 10 months since the 
last convention. W. A. Wiessing of 
Springfield, Ill. won both presidency 
and vice-presidency of the club for the 
year, the former due to the largest vol- 
ume of premiums and the latter by writ- 
ing the largest number of commercial 
accident and health policies. Ray Fogg 
of St. Louis was named vice-president 
of the life department for writing the 
largest number of life policies, and S. V. 
Hott of Akron, O., won a viee-presi- 
dency through making the largest gains 
in intermediate accident and health. 


Convention in Chicago 


The agency convention will be held 
at the Edgewater Beach Hotel, Chicago, 
Aug. 29-31. F. L. Hildebrand of Kan- 
sas City will receive $1,000 for writing 
the largest number of “Arrow of Gold” 
policies during the year. E. A. Timme 
of Oak Park, Ill., won the second prize 
and will get $500. Ray Fogg of St. 
Louis won first place in number of poli- 
cies sold and will receive $500. 








INDUSTRIAL 


Boston Mutual Has New 
Contract for Industrial Men 








BOSTON.—The Boston Mutual Life 
has put into effect a new contract for 
weekly premium agents to meet the re- 
quirements of the new three-year lapse 
law of Massachusetts. The plan has 
been extended to all the agents of the 
company in every state entered and has 
apparently met with favorable reception. 

he new scale of compensation offers 
increased opportunity for active and ‘con- 
sistent agents to better their incomes and 
gives added protection for the business 
written. 

A fixed salary of $18 is established as 
a collection fee for debits of $120 or less, 


and 15 percent commission on all debits 
over $120, regardless of the size of the 
debit. 

Writers of industrial business will re- 
ceive 8 times, with an added three times 
conservation bonus, based on the. lapse 
ratio, of 60 cents per $100 of debit. Fail- 
ure of agents to qualify for their bonuses 
in any single month will not deprive 
them of back bonuses due. Whenever, 
in any month, the lapse ratio is restored 
to requirements, all back bonuses will 
be paid, since the business of the com- 
pany is conducted on a monthly basis. 

There has been a general increase of 
about 10 percent in commissions on or- 
dinary business all along the line, with 


an additional 5 percent on renewals for 
a nine year period. ; 





Lytle Springfield, O., Manager 

J. D. Lytle of Orrville, O., former 
agent of the Metropolitan Life there, 
has been made manager at Springfield, 
O. He started as an agent at Orrville, 
has been assistant manager at Mansfield 
and for the last four years has been 
general assistant manager for the cen- 
tral territory in Ohio, West Virginia, 
Kentucky and Indiana. -He has always 
lived at Orrville. He has been with the 
Metropolitan for 16 years. 
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ABOUT 


THIS BIG PACKAGE ¢ 


The PAYMASTER PLAN of packaged insurance 
selling makes sales easier to a greater number 


of people. What's more 


it provides the agent an 


opportunity to immediately ‘jump to the front” 


in his territory. Our proven “‘sales-getter”’ litera- 


ture also closes prospects without numer- 


ous “call-backs."” Ask for your copy of the PAY- 


MASTER PLAN, along 
FREE] 


with case records. It's 


Address—James A. Preston—Sales Manager. 
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“It Pays a Lot More 


if the business is of the type that is best 
for the agent and also the company,” comments a general agent upon his 
contract which is standard for the Western Life Field Force. 

“T have compared it with the old contract and find I would have earned 


considerably more had I always been operating under the new one.” 


R. B. RICHARDSON 


President 


WESTERN LIFE 
INSURANCE COMPANY 


Helena 


Montana 


LEE CANNON 
Agency Vice President 
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H. W. MANNING IN CHICAGO 


H. W. Manning, general manager 
Great-West Life, went to Chicago the 
other day to have a conference with Earl 
Schwemm, Chicago manager, and Ar- 
thur Johnson, Detroit manager, who 
was attending the Research Bureau 
agency building school there. 





HUGHES’ AROUND-WORLD FLIGHT 


Because both have the same name E. 
Hughes, Chicago general agent 
Massachusetts Mutual Life, took the oc- 
casion of Howard Hughes’ around-the- 
world flight td stage a special produc- 
tion campaign of the same title. Al- 
though the Howard Hughes flight took 
only 91 hours, General Agent Hughes 
thought the time a trifle short to con- 
duct a worthwhile campaign. However, 
he hopes to break some agency records 
between July 21 and Aug. 31, the period 
over which it is being conducted. The 
agency is being divided into two teams, 
17 on a side with each “aviator” given 
a quota with “mileage” based on amount 
of paid business turned in. The two 
teams have left Chicago in opposite di- 
rections, the first returning to its desti- 





As SEEN FROM CHICAGO 


nation receiving the grand prize. 
Individual awards will also be given to 
top ranking producers. 





HASTIE AGENCY GOLFS 


A golf tournament is being held Fri- 
day at the Hickory Hill Golf Club near 
Chicago for the 25 members of the John 
R. Hastie agency of the Mutual Life 
of New York in Chicago, who qualified 
in a June drive. Julian S. Hexton led 
the agency in June and was among the 
first 50 leaders of the company. 





GOLDMAN AGENCY IS AHEAD 


The Prudential ordinary agency of A. 
Van Goldman in Chicago is $400,000 
ahead of its allotment to date and took 
third place nation-wide on a paid basis 
for the first six months. 





HONORING RIGHT CRAWFORD 


Last week credit was given W. F. 
Crawford, Chicago general agent Equi- 
table Life of Iowa, for having been ad- 
mitted into the hall of honor at the 
company’s annual convention in Hot 
Springs. According to the article he 
was also awarded a handsome watch. 





Aggressively Developing State of Mlinois 
_ Offering Unusual Agency Opportunities 





Assistanee in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-eperation 





GLoBE LirE INSURANCE Co. 
OF ILLINOIS 


WH. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 


40 Years of Continuous Faithful Service 





431 South Dearborn Street 


to Policyholders 
Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
Warrse Us Topay ror Parcicu.ans 





Chicago, Illinois 
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in Michigan, Ohio, Indiana and Ilinois 


AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


Philadelphia Life Insurance Company 
Philadelphia, Pennsylvania 


¢ 
CAN. PRODUCE 


+ 


Although Mr. Crawford frequently dis- 
tinguishes himself and is a good pro- 
ducer, it was his brother, A. R. Craw- 
ford, a personal producer in the agency, 
who received the honor which was ac- 
companied by the attractive timepiece 
for preeminence in production, conserva- 
tion, length of service and average policy 
size, 





WOOD HONORED AT REGIONAL 


The Freeman J. Wood agency quali- 
fied five producers, which was more than 
any other Lincoln National life agency 
in Chicago, for the regional agency con- 
vention held at Mackinac Island. Mr. 
Wood, one of the qualifiers, was espe- 
cially honored in that he presided as 
vice-president of the Circuit Rider Club, 
a production organization. This position 
automatically goes to the second highest 
producer in this volume group. He also 
led ‘a round table discussion on “Busi- 
ness Insurance,” as did Joseph Metzi, a 
member of the agency, on “Prospecting 
Today.” During the first six months 
the Wood agency ranked ninth with J. 
Longstaff of the agency placing fifth for 
individual producers. The Lincoln Na- 
tional Life is nearing the billion mark 
and at the end of June had more than 
$979,000,000 in force. 


EHRESMANN LIFE MANAGER 

A. H. Ehresmann has been appointed 
manager of life insurance production for 
Cramsie, Laadt & Co., Chicago office 
which is general agent of the North- 
western National Life. For over a year 
he has been assistant manager of the 
Chicago branch of the Travelers, and 
connected with that company since 1931, 
for some time as field assistant at Des 
Moines in charge of the northern half 
of Iowa. He is a University of Iowa 
graduate of 1922 who for some eight 
years was in the bond business con- 
nected with A. B. Leach & Co. of Chi- 
cago. Cramsie, Laadt has represented 
the Northwestern National Life for six 
years, developing a large amount of life 
business, especially through brokers, and 
taking place among the leading agencies 
of that company. 


California Officials Express 
Confidence in Insurance 








SAN FRANCISCO — At his first 
public appearance at the banquet to wel- 
come him as California insurance com- 
missioner and to bid farewell to retiring 
Commissioner Carpenter, Commissioner 
Goodcell declared the insurance business 
is the greatest stabilizing factor in the 
political and economic life of the United 
States. “No human being is in so high 
or low a position that the great business 
of insurance does not affect him or her. 
I look upongthe insurance business as 
the greatest trust that a people ever 
rested in the hands of any one business 
or profession and I take it to be a great 
compliment to be appointed insurance 
commissioner. 

“IT want to help you solve your prob- 
lems. The only good insurance policy 
is a fair one, and when the insurance 
department serves the public it is at the 
same time serving the insurance busi- 
ness,” said Mr. Goodcell. 

In his farewell address Mr. Carpenter, 
who was introduced as “the under- 
stander of the business of insurance” by 
Toastmaster Leland W. Cutler, vice- 
president of the Fidelity & Deposit, 
spoke in appreciative terms of the friend- 
ships formed during his term as com- 
missioner and the cooperation received 
from -all: He paid tribute also to the 
loyal and faithful employes of the insur- 
ance department. Mr. Carpenter was 
presented a silver plaque by Stephen 
Malatesta, president Insurance Brokers 
Exchange of San Francisco, who served 
as chairman. 

Governor Merriam told of his interest 
and belief in insurance companies, re- 
ferring to them as “perhaps the great- 
est assets of the nation.” He paid par- 
ticular tribute to life insurance, saying 
in part: “I believe in insurance. I be- 
lieve in life insurance. It would be the 











finest thing that could happen if in some 
way every citizen of the state and coun- 











Assumes Leadership of 
Agency Department 








RALPH C. PRICE 
GREENSBORO, N. C.—Ralph C. 


Price, vice-president of the Jefferson 
Standard Life, assumes active leadership 
of the agency department succeeding 
the late A. R. Perkins, who was agency 
manager. The company has 1,000 agents 
and 100 sales offices located in 25 states, 
the District of Columbia and Puerto 
Rico. Mr. Price is a member of the 
executive committee and is a director. 
He is a graduate of the University of 
North Carolina and the Harvard Busi- 
ness School. He started with the Jef- 
ferson Standard in 1925 in the agency 
department. He then entered the field 
as a personal producer with headquar- 
ters here. He made an_ outstanding 
success, his volume being in excess of 
$1,000,000 during the three year period. 
He was recalled to the home office as 
superintendent of agencies, supervising 
a large territory. He became vice- 
president in 1937. He is a son of Presi- 
dent Julian Price and is a chip off the 
old_ block. 








try was required during his earning 
years to put away some of that amount 
to protect him in his later years.” He 
added, however, that such a plan would 


“T do not believe.” 

“At the present time our insurance 
laws are as fair as they can be,” said the 
governor. They give protection to all 
parties and the main matter is adminis- 
tration so the appointment of an insur- 
ance commissioner is a tremendous re- 
sponsibility to the people and the insur- 
ance interests, he said. 


Reserve Loan’s Half Year 


Interest naturally attaches to the ex- 
perience of the Reserve Loan Life of 
Indianapolis for the first six months of 
this year, under its new management. 
The first three months new paid busi- 
ness dropped off in about the same pro- 
portion as the average for all companies. 
In May, June and July, however, new 
business picked up to the trend of a 
year ago. In June new business written 
totaled $965,000. An increase in surplus 
of $39,961 for the first half year is re- 
ported. Frank H. Davis, first vice- 
president and treasurer, regards this 
half-year record as most encouraging 
and is very optimistic as to the outlook 
for the company. 


Guardian Life Regionals 

Guardian Life has been holding a 
series of regional meetings for its man- 
agers, the last of which began Thurs- 
day of this week. 











Effects Reinsurance for Mexico 
The Lincoln National Life has en- 
tered into a reinsurance contract for 





Mexico with La Protectora Life of 
Mexico City. 
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News AsoutT 

















BY J. H. RADER 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Nividend Scale Increased 





Indianapolis Life Adjustment Produces 
2Percent Greater Distribution to Pol- 
iyholders in the Aggregate 



















The new dividend schedule adopted 
wly 1 by Indianapolis Life shows an 
geregate increase of about 2 percent 
though some reductions are found. 
alter H. Huehl, actuary, states that 
nder this adjusted scale, dividends in 
e early policy years will be slightly 
creased and in later policy years, where 
here are substantial reserves, the divi- 
ends will be slightly reduced. 

Interest rate on dividends left to ac- 
fumulate is 3.75; on policy proceeds not 
subject to withdrawal, 4; on policy pro- 
reeds subject to withdrawal and pre- 
Mium deposit funds, 3.5. 

In computing the new dividends, the 
ompany has increased the allowance 
rom mortality and expense savings and 
has reduced the excess interest allow- 
ance on policy reserves. 

BUSINESS MEN’S POLICY 
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ORDINARY LIFE 
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“0 year 
div, 
Yum 101.00 106.00 122.00 148.00 206.00 
Ts, to 
pay-u 9 
SAbsg 30 29 28 25 22 
a 45 42 37 32 26 


20-PAYMENT LIFE 
Prem..§ 26.06 $ 28.35 $ 34.58 $ 44.50 $ 62.14 
49 2.57 3 





ae 2.4 Sat $0804.69 
: 2.70 2.79 3.09 3.46 4.13 
ie 2.91 3.02 3.36 38.83 4.66 
fe veee S11 88k 6S a GS 
rice 3.31 3.46 3.89 4.54 B70 
i ae 3.51 3.67 4.15 4.90 6.21 
oo 3.72 8.90 4.48 5.27 . 6.78 
: 3.93 418 4.70 6.68 7.88 
414 4.36 4.98 6.00 8.03 
4.35 4.58 5.25 6.36 8.68 

444 4.69 865.88 6.52 8.99 

4.54 4.79 - 5:50 6:67 91.20 

463° - 489 > Gee ess” gen 

4.78 5.00 8.77 ., 700: , 9:80 

(ss 8 hee tar Se 

--93  iGSe. Oe Res 10-88 

5.03 5.34 6.18 7.50 10.68 





Tells About the New Edition 


Pacific Mutual Life Comments on the 
Changes Made in the Text of Its 
Policy Forms 


The Pacific Mutual Life gives some 
information as to the 1938 edition of its 
life policies. It presents them as fol- 
lows: 

First of all, because retirement in- 
comes are becoming so emphasized in 
the thoughts of the public, it was felt 
that our life income benefit should be 
given a more advantageous position in 
the contract. Thus in the new contracts 
it immediately follows the provision set- 
ting out the basic benefit; i. e., the death 
or the endowment benefit. Its title is 
changed to “retirement income benefit” 
for obvious reasons. Also, because so 
many of our clients preferred a guaran- 
teed return in event of their death, the 
former life annuity has been changed to 
include a certain period. 

Next, under participating contracts, 
the paid-up additions purchased by the 
dividends are now participating. 


Advantage of 3 Percent Rate 


Probably this is the best place to point 
out the one important change which is 
not a liberalization—the adoption of a 
3 percent guaranteed interest rate for 
the reserve on the participating con- 
tracts and for the settlement options of 
all our policies. While it is a conserva- 
tive step, we believe it will be more of 
a help than a hindrance in competition. 

Previously our contracts have pro- 
vided that on the death of the insured, 
any fractional premium or premiums re- 
maining unpaid for the current policy 
year would be deducted from the amount 
payable at death. Our new contracts do 
not make such a requirement and it is 
interesting to note that as far as this 
change is concerned, we are now in- 
cluded in a small group of leading com- 
panies which follow the same procedure, 
thereby placing ourselves beyond com- 
petition in this respect. 

Besides the change to 3 percent in- 
terest on participating contracts it must 
also be noted that under participating 
forms every contract is on a full reserve 
basis. You will recall that before, our 
ordinary life and 20-payment life policies 
(two of our biggest sellers) were on 
a preliminary term basis. This is cer- 
tainly a commendable advance step. 

Our non-participating contracts, while 
still remaining on the preliminary term 
basis for the ordinary life and 20-pay- 
ment life forms, also remain on the 3% 
percent reserve basis. All reference, 
however, to the fact that first year’s 
insurance is term insurance has been 
incorporated in the reserve clause in- 
stead of setting it out on the first page 
as we have done heretofore. There are 
a certain few states in which this is not 
appropriate and in such the statement 
remains on the first page, but in all 
others the change is being made. 


Settlement Options Improved 


Next we come to the settlement op- 
tions. Our goal has been clarity and 
elasticity, and’ we feel now that no com- 
pany can offer a greater flexibility in 
the handling of settlements. 

You may now assure your client that 
the options and tables in the contract, 
except for the interest options (Options 
1 and 2) will be available for his bene- 
ficiary’s election at his death if he him- 
self has not already directed a settle- 
ment for her; or if prior thereto he de- 
sires to use the funds for his own pur- 
poses he may apply the cash value, if 
the policy shall have been in force five 











years, or the maturity value, if a ma- 
| rae 5.14 5.46 6.33 7.76 10.89 
BO ec eee 5.25 5.59 6.48 7.99 11.06 
ere 5.37 5.71 6.63 8.23 11.18 
20 yr 

div. 

accum. 115.00 121.00 138.00 165.00 221.00 
Yrs. to 

pay-up 17 17 17 17 17 
Yrs. to 

mature 42 39 33 27 20 














Semi-Annual Figures Reported 





New Paid New Paid Inc. or Dec. Inc. or Dec. 
Business Business Insurance Insurance 
1st Six Mos. ist Six Mos. in Force in Force 
1938 1937 1938 1937 
Empire Life & Accident (Ord.)..$ 717,841 $ 812,579 —$ 56,110 +$ 359,904 
Guardian Life, N. Y.......... -.. 22,754,868 26,284,885 + 4,183,656 + 10,187,616 
pe i eee 26,508,852 31,755,953 —1,873,879 +3,807,11 
FOES a ee coneud 51,680,118* 56,003,409 + 2,271,878 +18,831,752 
Manhattan Mutual, Kan........ 280,000 310,8 + 43,250 +30,446 
Midland Mutual Life............ 4,582,863 5,652,946 +1,338,002 +2,411,254 
Monarch TAte, Can... .cccccces -- 3,373,806 3,309,172 + 794,473 +1,519,878 
Mutual Life of New York....... Sa Se ci. +. web pewaue 
New England Mutual Life...... 71,507,445 85,118,505 + 24,841,287 + 45,851,101 
Supreme Liberty Life.......... - 21,716,685 20,598, —1,514,376 +807,657 
United States Life..... cocvccccce 5,870,900 5,164,711 + 2,386,701 +2,325,211 
Wisconsin State Fund........ ee 103,000 133,500 +90,000 +112, 


*Figures are ordinary and industria 


1 combined. 








turing endowment, in accordance with 
the table of the contract. 

Last to be noted of the changes which 
will be found consistently throughout 
the edition, is the fact that policy loan 
interest is due at the end of the year 
instead of in advance as heretofore. 


Changes in Individual Forms 


Under the five and ten-year terms, if 
the insured is permanently totally @dis- 
abled at the end of the term period, the 
contract will be automatically converted 
into the ordinary life form with pre- 
miums waived as long as such disability 
continues. This provision heretofore has 
appeared only in the term expectancy 
policy, and its inclusion in the two con- 
vertible term forms will be a distinct 
advantage in solicitation. 

Although our life policies have never 
carried a restriction against any form 
of aeronautical activity, our permanent 
total disability benefit has carried a pro- 
vision restricting against this hazard. 
This provision has now been eliminated 
so that commencing with the 1938 edi- 
tion, the entire contract is unrestricted 
in this respect. 

Also, that provision of our permanent 
total disability benefit which requires 
treatment by a physician during the en- 
tire continuance of disability has been 
removed. 

Finally, we have a new contract—a 
refund annuity which replaces our old 
cash refund annuity. This provides for 


the continuance of the annuity payments 
to the annuitant or his beneficiary until 
the entire premium has been refunded 
instead of making payment to her in a 
lump sum. The premium required is 
therefore less. 


Brown Agency Not Concerned 


SAN FRANCISCO—Edward Brown 
& Sons, San Francisco, well known gen- 
eral agents, state that while they are 
interested in organizing the Pioneer In- 
demnity they have no connection what- 
ever with the Citizens National Life 
which is being promoted. Edward 
Brown & Sons have an exclusive con- 
tract with the Jefferson Standard Life. 

The California department has issued 
a permit for the Citizens National Life 
to sell stock, allowing it to dispose of 
22,750 shares to the Citizens Under- 
writers Corporation, this being class A 
stock, at $20 per share. It is also em- 
powered to sell to the same corporation 
22,750 class B stock at $2 per share. 


C. H. Flood, former manager of the 
home office agency of the New Eng- 
land Mutual Life in. Boston and for 
50 years an executive, died at his sum- 
mer home in Templeton, Mass., Sunday, 
at the age of 71. He retired about six 
years ago. 
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CONSULTING ACTUARY 


Asseciates 
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THE BOURSE PHILADELPHIA 


27 Percent in Year 





O. D. Douglas of San Antonio, re- 
ports that the year of his administration 
as president of the Texas Association 
of Life Underwriters closed with a 
membership of 1,361, an increase of ap- 
proximately 27 percent. Each local as- 
sociation showed a gain in paid mem- 
bers. New associations were organized 
at Tyler, which had at one time had 
an association, and at Harlingen. 





Abilene Fetes San Angelo 


As the result of a membership contest 
the Abilene, Tex., Life Underwriters 
Association entertained the San Angelo 
association at a banquet. The contest 
was based on a percentage increase. 
Representatives of Big Springs, San 
Antonio and Houston were present. 
James Yates, Great Southern Life, re- 
tiring president of the San Angelo asso- 
ciation, opened the meeting and pre- 
sented the new president, C. R. Venable, 
ordinary manager American National 
Life. Mr. Venable told of the value of 
organization. 

Sam R. Hay, Jr., Houston, agency 
director of the Great Southern Life, 
spoke on the need for better educated 
and trained agents to assure the buying 
public of a truly professional service. 
He stressed the value of the C.L.U. 
preparatory work and emphasized the 
growing importance of the degree. 





Fargo, N. D.—At the last meeting of 
the season of the North Dakota associa- 
tion, an overnight bag was presented to 
A. E. Jahn, the retiring president, who 
is moving to Moscow, Ida., so that his 
son, who is not in the best of health, 
may have the benefit of a milder cli- 
mate and at the same time attend the 
University of Idaho. Mr. Jahn was with 
Penn Mutual. Presentation was made 
by H. J. Gilbertson, the new president. 
Meetings will be resumed in September. 
Secretary R. A. Trubey, Guardian Life, 
reported that membership exceeded by 
six that at the close of the fiscal year in 
1937. 





Kansas City—Lawrence Eckerle, Con- 
necticut Mutual Life, was elected presi- 
dent of the young men’s division; Phil 
Hilmes, Equitable Life of Iowa, vice- 
president, and Paul Woodmansee, Provi- 
dent Mutual, secretary. William Scott, 
Massachusetts Mutual, was named to 
represent the division as a director of 
the senior association, with Ray Robi- 
son, Provident Mutual, retiring presi- 
dent, as alternate. Sam C. Pearson, Jr., 





Northwestern Mutual, heads the pro- 
gram committee. 
Pittsburgh—R. L. Pope, Sun Life of 


Canada, has been elected a director to 
succeed W. B. Thomas, former general 
agent, Aetna Life, who retired because 
of illness. 





Chieago—The Chicago association has 
published a 16-page paper-bound mem- 
bership roster giving the names of the 
approximately 1,650 paid members with 
whom the association took the member- 
ship lead nationwide this year. The life 
underwriter’s code of ethics is printed 
on the front cover, and inside are lists 
of companies represented and the presi- 
dents since J. W. Janney served in 1888- 
1889. Of the 42 presidents, 20 are dead. 





Baltimore—An outing is being held 
Friday at the Annapolis Roads Club. 
Ernest J. Clark, Jr., is chairman of the 
outing committee, assisted by H. J. 
Kreis and N. H. Long. Fred Savage has 
charge of the golf. 





Montgomery, Ala.—Ed Branch, Jr., has 
been elected president, succeeding C. C. 
Hunnicutt; Fred H. White, vice-presi- 
dent, and John C. Heath, secretary-treas- 
urer. 





Birmingham, Ala.—Life men who have 
been asking prospects for a $5,000 policy 
should now ask them for a $10,000 policy 

















in view of improved business prospects. 





This was the thought left by Dr. E. Q. 


said business was definitely on the up. 





Atlanta—Newly elected officers headed 


by~-George Butler, president, were in- 
stalled. W. Stanton Hale, manager Fi- 
delity Mutual Life, spoke on “Family 


Protection Sale.” 





Columbus, Ga.—D. G. Bland was elected 
president, J. Stacey Jones,-secretary, and 
Miss Myrtice Terrell, treasurer. Joe 
Jacobs was named national committee- 
man. Dr. A. N. Berry spoke on “The 
Life Insurance Examiner and His Re- 
sponsibility.” 


NEW YORK 


Insured Defends Companies 
on Disability Dividend Cut 














In contrast to many of the letters sent 
to daily newspapers by readers who crit- 
icize life insurance because of their ob- 
vious failure to understand some com- 
plicated point, R. S. Breitbart, a New 
York lawyer, recently wrote to the New 
York “World-Telegram” in answer to 
the letter that paper printed from Mor- 
ris Siegel, head of the Policyholders Ad- 
visory Council, attacking the life com- 
panies for their handling of disputed 
disability cases. 

Mr. Breitbart, who has no direct nor 
indirect connection with life insurance, 
took issue with Mr. Siegel and pre- 
sented his view in non-technical lan- 
guage that should be of value to agents 
in explaining to confused policyholders 
the fairness of a life company’s differ- 
entiating between policyholders having 
income disability provisions in their poli- 


surance policies when declaring diyj. 
dends. 

“The court of appeals in Rhine v. New 
York Life Insurance Company (273 N 
Y. 1) (1936) determined that if the 
‘extra premium’ paid for the disability 
benefits in a life insurance policy jis jp. 
sufficient to pay the cost of furnishing 
these benefits, the insurance company 
may deduct the excess costs of the dis- 
ability provision from the insured’s an. 
nual dividend. 

“Thus, the person having a disability 
provision in his policy must pay the 
cost of furnishing him with this benefit. 
The only other alternative would be to 
charge the loss in writing disability polj- 
cies which resulted from the insufficient 
premium originally charged therefor to 
all policyholders, including the vast ma- 
jority not having a policy with disabjl. 
ity provisions. 

“Judge Lehman’s decision in the 
Rhine case prevents insured persons not 
having the substantial benefit’ of pos- 
sible disability annuities from contribut- 
ing to the expenses resulting from such 
annuity payments. Therefore each pol- 
icyholder pays the net cost of carrying 
his own particular type of policy. 

“The insurance companies could not 
be fairer.” 





Miss Fraser Convalescing 


Miss Kathleen Morrison Fraser, one 
of the twin daughters of General Agent 
J..M. Fraser of the Connecticut Mutual 
Life in New York City, is convalescing 
after an emergency operation for appen- 
dicitis performed at the South Nassau 
Communities hospital at Rockville Cen- 
tre, N. Y. 





The 1938 Unique Manual-Digest is the 
best statistical source book buy of the 





year. $5. National Underwriter. 
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~ FRATERNALS 


Mrs. Elizabeth M. Mehan 
Is Taken by Death 


Mrs. Elizabeth M. Mehan of Milwau- 
kee, editor Women’s Catholic Order of 
Foresters since 1914, past president of 
the Press section National Fraternal 
Congress and chairman of the NFC pub- 
licity committee, died of bronchial 
pneumonia. Funeral services were held 
last week with burial in Holy Cross 
Cemetery, Milwaukee. Mrs. Mehan was 
a member of the Milwaukee school 
board for 17 years, was its president in 
1930-31 and was a- leader in Catholic 
affairs. Her husband is assistant car su- 
perintendent of the Milwaukee railroad. 

Mrs. Mehan was only 54 years of age. 
She became ill July 1 and was removed 
to a hospital July 6. She was chief 
ranger of Our Lady of Victory court 
No. 644 C.O.O.F., since it was organ- 
ized in 1909 and was one of the organ- 
izers of the Archdiocesan Council of 
Catholic Women. Mrs. Mehan was vice- 
president of St. Clara’s auxiliary of the 
Home for Girls and for two years was 
vice-president of the National Catholic 
Conference on Industrial Relations. 











Missouri Fraternal Results 
Reported by Department 


JEFFERSON CITY, MO.—Fraternals 
operating in Missouri in the adult and 
juvenile branches collected $4,566,705 
assessments from Missourians in 1937 
and paid $3,322,054 claims. Total fra- 
ternal insurance in force in the state at 
the end of 1937 was $167,635,925 and the 
fraternals operating in the state reported 
their total in force here and elsewhere 
was $4,347,735,983. Net receipts from 
all members in 1937 amounted to $110,- 
470,459, total income from all sources 
$164,712,391 and total disbursements 
$126,956,474. The figures are taken from 
reports to the Missouri department. 

Admitted assets amounted to $860,- 
067,255, liabilities, other than reserves, 
$790,468,276, reserves $61,755,335. 








Communism Becomes Issue 


BOSTON — Commissioner Harring- 
ton has refused to renew the license of 
the International Workers Order of 
New York, and notified it to cease doing 
business in the state on the grounds it 
had been involved in activities of a com- 
munistic nature. 

A special legislative committee which 
has been investigating communistic ac- 
tivities in the state alleged the Inter- 
national. Workers Order was engaging 
in communistic activities under the 
smoke screen of fraternalism. 

Commissioner Harrington ordered the 
organization to dissolve its branches and 
lodges in Massachusetts and to refrain 
from the collection of dues or assess- 
ments. Policyholders may continue to 
send their premiums to the New York 
headquarters of the International 
Workers Order. The Dec. 31, 1937 
statement of the order showed 2,971 
policyholders with insurance in force in 
this state amounting to $1,114,100. 


Want Oklahoma Post Appointive 


OKLAHOMA CITY — An initiative 
petition has been filed by Byrne Ross 
and T. B. Williams, asking that the in- 
surance commissioner’s office be made 
appointive instead of elective. The peti- 
tion includes several other offices that 
are now elective. Mr. Ross was a candi- 
date for Democratic nomination for com- 
missioner in the recent primary in which 
Commissioner Read was selected as 
Democratic nominee. 








Prospect with accident and health. 
Read The Accident & Health Review. $2 
oa 175 West Jackson Blvd., Chi- 
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Toronto Program 
of N. F. C. Now Is 
Nearly Complete 


(CONTINUED FROM PAGE 2) 


tion and secretary-treasurer press sec- 
tion N. F. C. In addition to the exhibit 





‘the Press Section is arranging an ex- 


hibit of official organs of various socie- 
ties. 


Presidents’ Section 


E. W. Thompson, head of the Macca- 
bees, will preside as president in the 
presidents’ section gathering. Greetings 
will be extended also in the morning 
session by Mrs. Dora Alexander Talley, 
head of the Woodmen Circle, Omaha, 
and N.F.C. president. The morning 
session is scheduled to start at 10 a. m. 
Following lunch the afternoon session 
will start at 2 p.m. Walter C. Below, 
president Fidelity Life, secretary of the 
section, will read the minutes and give 
his report. R. M. Norrington, field man- 
ager Gleaner Life and chairman of the 
N.F.C. committee on field work, will 
speak on “Suggestions for Successfu 
Field Work.” Election and installation 
of officers will follow. 


Attorney’s Session 


The legal section will hold its meet- 
ing Monday, Aug. 22, in Hall C, with 
Lendon B. Knight, general attorney 
Royal Neighbors, Rock Island, IIl., the 
president, in the chair. Russell H. Mat- 
thias, of Ekern & Meyers, Chicago law 
firm; James Mann Miller, Chicago, gen- 
eral attorney Woman’s Benefit Associa- 
tion, and William W. Kummings, 
general attorney Ben Hur Life, Craw- 
fordsville, Ind., will present three pa- 
pers, the subjects, respectively being: 

“Subsequent Amendments to the By- 
Laws of a Fraternal Society as Affect- 
ing Its Open  Contract;” “Some 
Practical Problems of Fraternal Bene- 
fit Societies Under Federal and State 
Social Security Laws;? “Authority of 
Insurance Commissioners or Depart- 
ments to Prescribe Provisions in Insur- 
ance Policies or Benefit Certificates Not 
Expressly Required or Prohibited by 
Statute.” 

Discussion and open forum for con- 
sideration of other questions presented 
by attorneys in attendance will be held. 


Expect Large Attendance 


Reports received from attorneys rep- 
resenting the various societies indicate 
that this year’s meeting will be very 
well attended. Other officers besides 
Mr. Knight are: Vice-president, James 
Mann Miller; secretary-treasurer, Rich- 
ard F. Allen, assistant general counsel 
Standard Life Association, Topeka, 
Kan. 

Program for the secretaries section 
also is announced. - The officers are, 
President, Erna M. Barthel, Royal 
Neighbors, Rock Island, IIl.; vice-presi- 
dent, H. M. Hauck, A.O.U.W. of Min- 
nesota; secretary-treasurer, Miss Anna 
E. Phelan, Women’s Catholic Order of 
Foresters; Chicago Executive Commit- 
tee, Biggs, Maccabees; Mrs. 
Mamie E. Long, Woodmen Circle; Miss 
Bertha C. McEntee, Ladies’ Catholic 
Benevolent. The program is: 


Secretaries’ Gathering 


Monday, 10 a. m., Hall B. Erna M. 
Barthel, Royal Neighbors, presiding. 

Call to order by president. 

Reading and approval of minutes by 
secretary. 

Greetings by Mrs. Dora Alexander 
Talley, president National Fraternal 
Congress, 

“State or Government Assistance to 
Fraternal Members,” Miss Frances D. 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West _ Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 














Partridge, supreme secretary Woman’s 
Benefit Association. 

Round table discussion. 

“Personalizing the Relationship Be- 
tween the National and Local Secretary,” 
Farrar Newberry, secretary Woodmen of 
the World. 

Round table discussion. 

Adjournment for luncheon. 


Afternoon Session—2 p. m. 

Election of officers. * 

“Increasing Employe Efficiency and 
Mutual Cooperation Through Training 
Programs and Related Activities,” C. L. 
Biggs, supreme record keeper Maccabees. 

Round table discussion. 

Installation of officers, J. V. Abrahams, 
national secretary and treasurer Secur- 
ity Benefit Association. 


Field Managers’ Program 


The annual meeting of the Fraternal 
Field Managers Association will start at 
10 a. m., Aug. 21, following an hour of 
registration. A. R. Colvin, Fidelity Life, 
Fulton, Ill, the president, will preside. 
Mrs. Dora Alexander Talley, N.F.C. 
president, and C. L. Biggs, the vice- 
president, who is recorder of the Mac- 
cabees, will extend greetings. 

J. E. Little, field director Maccabees, 
will speak on “Cooperation Between 
Home Office and Field Staff,” followed 
by discussion. Fred A. Johnson, vice- 
archon Royal League, Chicago, secre- 
tary-treasurer of the association, will 
talk on “What Then?” After discussion 





of this address, R. M. Norrington, field 
superintendent Gleaner Life, Detroit, 
and past president Fraternal Field Man- 
agers Association, will speak on “Ex- 
planation of F. I. C. Degree,” the pro- 
jected “fraternal insurance councillor” 
designation. Discussion will follow. 
Then E. W. Nelson, field manager Na- 
tional Mutual Benefit, Madison, Wis., 
will talk on “Meeting Industrial Com- 
petition.” A discussion will follow. 


Noted Guest Speaker 


Arthur H. Brayton, secretary-treas- 
urer Des Moines, Ia., convention bureau, 
will be guest speaker on the subject, 
“Meeting the Challenge of Today.” He 
is vice-president of the Advertising Fed- 
eration of America and a director Na- 
tional Direct Advertising Association, 
who formerly was associated with Mar- 
shall Field & Co., manufacturing divi- 
sion, sales promotion department, and 
was personnel manager of the retail 
store in Chicago. He is nationally 
known in the sales field. 

The major portion of the Fraternal 
Actuarial Association annual meeting 
Aug. 22 will be a study of the annual 
statement and valuation report, led by 
a committee appointed by President 
Walter M. Curtis at the February meet- 
ing. This committee is composed of J. 
E. Little, Maccabees, chairman; Frances 
D. Partridge, W. T. Eldridge, D. D. 
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Macken, Earl H. Nicholson, Frank M. 
Speakman, Eugene H. Pakes and R. D. 
Taylor. Mr. Curtis is actuary Ben Hur 
Life, Crawfordsville, Ind. 


Roger Hull Speaks 
At American Bar 
Meeting This Week 


(CONTINUED FROM PAGE 2) 


tendency of men to individual acquisi- 
tion for themselves and their families; 
and that has been and always will be 
the greatest driving force of progressive 
American civilization. Life insurance ex- 
cludes uneconomic measures of relief, 
which can only sap the moral fibre of 
a people.” 


Condemns the Detractors 


Mr. Hull warned against one group 
of .operators in this country which is 
tearing down this factor of individual 
security, by advocating only term-insur- 
ance policies and advising the destruc- 
tion of the backlog of thrift represented 
in the accumulations under higher-prem- 
ium forms of life insurance. 

“T hold it to be nothing short of a 
very definite obligation,” Mr. Hull said, 
“resting upon any well-equipped lawyer 
today, to place himself in a position to 
give a clear and convincing answer to 
any client who may ask him the ques- 
tion—what are the facts about this so- 
called term-insurance fallacy? Am I 
all wrong in having built my life insur- 
ance estate principally on the foundation 
of level premiums? 

“And it is not sufficient to answer that 
this is the business of the life agent; let 
him defend his sale. The agent has 
been discredited in advance — although 
entirely fallaciously. Pains are taken to 
discredit the whole agency system, at 
the very outset of the operation. Your 
client is entitled to come to you, a third 
party, and be told whether this zeal for 
only term insurance is justified and sin- 
cere, or whether it is just for the selfish 
personal profit of him who advises the 
tearing down of legal reserves. 


Is It All Wrong? 


“The whole, huge institution of life 
insurance, which has come _ through 
these last eight years with colors flying, 
as no other financial institution has 
done, with 100 years of splendid growth 
and progress, is all wrong, they say. It 
is a racket. They purport to take the 
public ‘behind the scenes.’ 

“If they are right, you, as estate plan- 
ners and estate advisers, owe it to your 
clients to join in the attack. If they are 
wrong, you carry an even more compel- 
ling obligation to protect them against 
these siren songs.” 


Spoke of Working Relationship 


Mr. Hull presented for the committee 
on cooperation with attorneys the work- 
ing relationship of the life underwriter 
and the attorney. This movement has 








under the chairmanship of George E. 
Lackey of Detroit, who, prior to enter- 
ing the field of life underwriting ob- 
tained his legal training and was ad- 
mitted to the bar in Kentucky. 

In 30 of the principal association cities 
of the United States there are function- 
ing committees on cooperation with at- 
torneys led by competent committee 
chairmen who ‘have devoted valuable 
time and effort toward increasing the 
mutual understanding in these two 
fields. Meetings have been held jointly 
with local bar associations, with state 
bar associations, with trust officers and 
trust councils and with the life under- 
writers. 


Agents Urged to 
Sell Millions Who 
Have Excess Money 
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“Fear for the safety of life insurance 
companies is being developed because of 
the present situation of the railroads. 
This results from the speeches and writ- 
ings of people who do not know the 
facts and who fail to take time to learn 
what they are. The safety of life in- 
surance is not threatened by the pres- 
ent situation of the railroads, bad as 
that situation is. The companies have 
absorbed the loss in the asset value of 
their railroad bonds as rapidly as those 
losses accrued and became measurable. 
They did that with little or no loss in 
surplus and with a very modest decrease 
in dividends because of that item. The 
dividend reductions, by and large, are 
traceable to the reduced yield on in- 
vested funds—an item over which the 
companies have no control. The mar- 
gins of safety and the existing surpluses 
are more than adequate to absorb any 
future losses that may accrue without in 
any way involving the safety of the 
companies. 


Must Produce Abundant Life 


“We hear a lot about ‘the more abund- 
ant life’ The only people who have 
had or will have the privilege of enjoy- 
ing an abundant life were and are those 
who produced it for themselves. They 
are people with industry, initiative, thrift 
and a sense of responsibility. No gov- 
ernment ever has or ever can provide 
an abundant life for any material per- 
centage of the people who live under it. 
It is still your job and mine and the 
other fellow’s to provide for ourselves 
and our dependents. The intelligence of 
our plans and the extent to which we 
are willing to work, to save and to sac- 
rifice in many cases will determine the 
abundance or lack of it in the years 
ahead. We can render a real social 
service if we can get that truth home 
to the public. 

“We are supported by available facts 
when we say that life insurance is today 
providing a reasonably comfortable life 





been growing during the past five years 


for millions of men, women and children 
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DISTRICT MANAGER WANTED 


In New Haven, Connecticut. 
recruit and train qualified life agents and build a pro- 
ducing organization around his own personal produc- 
tion, we can offer an exceptional opportunity. We will 
pay a salary of $75.00 monthly, first year personal 
commissions of 70 per cent, 


This is an organization which has been writing life 
insurance in New England for over fifty years. 


Similar openings in Providence, R. I., and Springfield, 


Address H-76, The National Underwriter 


To the man who can 


renewals and overwriting 








that would not have that kind of life if 
the service of life insurance had not 
been made use of. It is anxious and 
able to do that for increased millions 
if they will use it. The mission of life 
insurance is service to the public. It is 
our job to induce those who can to 
use that service. That is a great and 
satisfying job and opportunity. Let us 
pledge our best effort to it in the year 
ahead,” declared Mr. Cleary. 





R. L. Hogg Surveys Life 


Insurance Tax Picture 
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during 1937 amounted to approximately 
$60,000,000, Mr. Hogg declared. This 
does not include real estate taxes which 
during 1937 were about $50,000,000. 





IVAN ROBINETTE 





Ivan Robinette of Gust, Rosenfeld, 

Divelbess, Robinette & Coolidge (Kib- 
bey, Bennett, Gust, Smith & Rosenfeld) 
bof Phoenix, Ariz., gave a paper at the 
meeting of the insurance section on 
“Amount in Controversy under Federal 
Declaratory Judgment Act.” He ex- 
pressed the belief that the federal court, 
so far as the amount in controversy is 
concerned, has jurisdiction in cases in- 
volving insurance when it is made to 
appear that the reserve which the in- 
surer would be required to establish in 
the event of an adverse decision exceeds 
$3,000. This is true, he said, notwith- 
standing that ultimate liability may be 
contingent or problematical. He said 
the utility of the act lies in part in the 
fact that under the act the federal court 
may hear and determine certain insur- 
ance controversies over which the juris- 
diction of the federal court because of 
the amount presently involved, might 
otherwise be doubtful. 
In suit to have declared the right of 
an insurer to be relieved from paying 
disability benefits, or benefits by reason 
of the asserted* accidental death of the 
assured, the courts, directly or by infer- 
ence, have held that it is not the amount 
presently claimed under the policy, but 
the maximum liability of the insurer un- 
der the policy, or the amount of reserve 
required to be set up by the company, 
that is determinative of the amount in 
controversy. 


AGREEMENT ON ADJUSTER ISSUE 


CLEVELAND—The committee rep- 
resenting all types of insurers and the 
committee on unauthorized practice of 
law of the American Bar Association 
Sunday reached agreement on a formula 
intended to eliminate the controversy 
regarding the adjustment of claims by 
lay adjusters. That formula was ap- 
proved on Tuesday by the board of gov- 
ernors of the American Bar Association 
here. The insurance and legal commit- 
tees had been holding a series of meet- 
ings and such progress was made that 
sentiment had crystallized when the 
members gathered Sunday. The fight 
has -centered largely about the handling 
of claims for casualty insurance com- 
panies, but fire, life, marine and other 
insurance interests were represented on 
the insurance committee. 

Under the agreement, the right of lay 
adjusters to operate is recognized but 
such adjusters should not advise claim- 
ants against seeking the services of at- 
torneys and should not deal directly 
with any claimant who is represented by 
counsel. 

A tribunal will be set up to hear com- 
plaints involving either attorneys or lay 
adjusters, 

The conference report recommended 
that the committee on adjusters give 
immediate attention to several problems, 
including representation of minors and 
incompetents in settlement of claims. 
The National Conference of Commis- 
sioners on Uniform State Laws gave 
approval in Cleveland to a proposed 
uniform state law intended to eradicate 


of unlicensed insurers. The proposed 
act was submitted by the special com. 
mittee on insurance regulation headed 
by W. E. Stanley of Wichita. He saiq 
that unlicensed companies have not met 
the requirements of the state insofar as 
posting of securities or bonds is con- 
cerned. 

The proposed act would prohibit any 
one from acting as agent for unauthor. 
ized companies in connection with plac- 
ing of contracts, performing contracts, 
fixing rates or adjusting losses and it 
would make possible for citizes to sue 
the company by obtaining service on the 
insurance commissioner. The act would 
make provision for the effectiveness of a 
judgment that is obtained against an 
unauthorized company. 


West Coast Life Parley 


Field Force at British Columbia Ses. 
sions Hears of New Form of Settle. 
ment Option 








About 60 representatives of the 
northern and inter-mountain department 
of West Coast Life gathered in conven- 
tion at Harrison Hot Springs, B. C¢, 
Superintendent of Agencies H. J. Stew- 
art was in charge. 

Gordon Thomson, vice-president and 
manager of agencies, declared in his ad- 
dress that energy and ability are the 
real factors in combatting a depression, 

F. V. Keesling, Jr., assistant general 
counsel, announced a new form of set- 
tlement option for West Coast Life, 
which he declared should prove a sell- 
ing aid. The new form is simplified 
and through the provisions (a) direct 
beneficiaries and (b) contingent bene- 
ficiaries providing for certain payments 
and for life should eliminate most of the 
requests for individually prepared op- 
tions, 

The banquet was presided over by 
H. J. Stewart. The principal address 
was delivered by Vice-president Thom- 
son who discussed the 1939 company 
convention at the Golden Gate Inter- 
national Exposition in San Francisco. 
Four speakers developed a panel on 
“Selection in Prospecting.” L. G. Ells- 
worth, Denver agency organizer, said 
when conditions are poor, more care 
must be taken in selection. Better pros- 
pecting means more efficient use of time 
which in turn means better and more 
sales. 

J. H. McCulloch, Seattle agency or- 
ganizer, said his principal sources of 
prospects are business associates, friends 
and club affiliations. 

_ L. R. Krause, Tacoma agency organ- 
izer, said he attempts to determine: 
What is the prospect’s present program? 
What appeals to the prospect? Does he 
pay his bills? Does he like to save 
money? C. B. Shear advised: “Get your 
prospects from the right people and the 
selection takes care of itself because you 
will find that people associate with other 
people of similar qualities and _ that 
makes the selection automatic.” 


Mutual Trust Cup Winners 


The R. J. Audette agency of the Mu- 
tual Trust Life in Burlington, Vt., won 
permanent possession of the presidents 
trophy cup in the second quarter this 
year, with 217.13 percent of quota at- 
tained. Every three months Mutual 
Trust agents battle for three cups in as 
many territorial groups. The_ Reitan- 
Lerdahl agency of Madison, Wis., won 
in group A with 118.53 percent of quota, 
and the Leland Watkins agency of 
Bellefontaine, O., in group C with 104 
percent. 


Await Postoffice Ruling 


A ruling is expected within two weeks 
from the postoffice department on 
whether mails shall be barred to three 
post mortem assessment concerns of St. 
Louis: American Benefit Association, 
Empire Benefit Association and States 
Mutual Aid Association. These concerns 
were cited by the department and testl- 
mony was taken in Washington. 

Oliver is the head of each of these out 
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Sales Ideas and Suggestions 





Six $400,000 Producers 
Tell Prospecting Plans 








Six leading agents of the Northwest- 
ern Mutual Life who produced a total 
of $2,500,000 of business on the lives of 
nearly 500 persons last year, an average 
of $417,000 on 81 lives for each agent, 
explained their prospecting methods at 
a special panel session at the company's 
annual Association of Agents meeting 
in Milwaukee. : 

Every agent faces four ag in mt 
ermining his prospecting plans, sai 
Weekes Beck of Toledo. They are: The 
length of time he has been in the busi- 
ness, how well known he is in the com- 
munity, the number of policyholders he 
has and the size of the community. Mr. 
Beck sees from 50 to 60 policyholders 
and a like number of new prospects 
every month. He always makes a point 
of having more people to see than he 
has time to see them. He has certain 
centers of influence who are willing to 
give him five to 15 names at a time, 
two of his best centers of influence be- 
ing presidents of corporations who are 
well known in the town. Mr. Beck says 
an agent must be continually making 
new friends and acquaintances. He be- 
longs to several clubs and has written 
insurance on about half the members of 
one tennis club. 


Sources of Prospects 


To give an idea of the various sources 
of his prospects, Mr. Beck said he has 
the names of 171 new prospects who are 
ready to be called on or cultivated. He 
secured them as follows: Centers of in- 
fluence, 20; names secured by asking 
people, 30; newspapers and legal news, 
41; cold canvass, 32; club and other 
lists, 15; children of policyholders, nine 
(only those of insurable age counted) ; 
new acquaintances through social or 
business connections, 24. 

In reading newspapers for prospects, 
Mr. Beck watches for items about: No- 
tices of new clubs, promotions, new 
people coming to town, birth notices, 
death notices, social column, guest list 
if acquaintance gives a party, legal news, 
cold canvass, club lists, parents of chil- 
dren’s schoolmates, college alumni, 
American Legion post, and relatives of 
new policyholders. 

In discussing the center of influence 
method of prospecting, Clifton Egbert 
of Kewanee, IIl., said his best center of 
influence has been personally account- 
able for approximately 28 percent of his 
volume during the past four years. Mr. 
Egbert not only uses the center of in- 
fluence to obtain preliminary informa- 
tion about a prospect, but he sometimes 
secures his assistance in helping to an- 
swer objections. He tries to secure in- 
formation about a prospect’s hobby or 
special interests, which gives him a com- 
mon denominator on which to base his 
talk. Assuming that the agent has 
knowledge, both technical and psycho- 
logical, regardless of his personal abil- 
ity, the degree of his success will be 
determined by what he can get other 
People to do for him, said Mr. Egbert. 


Should Be Life Work 


The man who signs a contract with a 
good life company should feel that he 
is making the business his life work. 
He should conduct himself and serve his 
Policyholders in such a way that he will 
Create a priceless asset—good will— 
Said George Venable of La Grange, Ga. 

When Mr. Venable located in La 
Grange, a city of 25,000, the Northwest- 
ern had no active agency there but he 
Wrote a reasonable number of old pol- 
icyholders. In order to get established, 
he contacted and qualified over 200 pros- 





pects in 60 days. To most of these 
people he was just another life insurance 
agent after business, so he started a 
definite campaign trying to impress them 
with the fact that the company and the 
services he could render were better than 
his competitor’s. He began sending 
birthday cards to prospects and policy- 
holders. He made a careful check of age 
changes. He followed up last day of 
grace notices. Ninety percent of his 
sales are made through programming. 
He uses the direct mail advertising 
helps. 


Starts from Scratch 


A. F. Breher of St. Paul, who entered 
the business in that city as a stranger, 
told how he built up his business through 
cold canvassing. He studied the city 
directory and Dun and Bradstreet for 
prospects. He watched the daily news- 
papers closely for people coming to 
town, taking over businesses or new 
business being started, men engaged to 
be married, having arrivals in the fam- 
ily, etc. On one such newspaper pros- 
pect and his brother he has written 
$80,000 of insurance. He is a firm be- 
liever in using Dun and Bradstreet to 
get the names of well rated firms who 
are not in the public eye but are doing 
a substantial volume of business. 

Most people are not committed to 
any particular agent, said Mr. Breher. 
If a new man in a city attracts enough of 





these people he will get the business. It 
is not necessary to know about a man 
before calling. “You can always talk 
about the common disaster clause or the 
contingent beneficiary designation. You 
can always talk about whether all his 
policies are lapse proof with the auto- 
matic premium loan provision. If you 
will talk about something that will in- 
terest him you will learn a lot about 
him in the first interview.” 


Good Results from Doctors 


In order to reach a group of people 
little affected by business conditions and 
with some financial as well as mental 
resources, F. D. Leete, Jr., Indianapolis, 
secured a list of doctors from the med- 
ical directory. He had little success in 
getting a response from this list by di- 
rect mail but doctors do not talk de- 
pression all day and as a group they 
enjoy a high average income. Their 
hours are irregular, so Mr. Leete made 
it a practice to make appointments at any 
hour. In a year he has written $300,000 
on 19 doctors, with several cases pend- 
ing. 

L. P. Schwinger, Waterloo, Ia., told 
how he started in his community by 
using the old policyholders service plan. 
He has always made a consistent effort 
to get names of the policyholder’s broth- 
ers, sisters, friends. He has used sav- 
ings banks with good success as people 
are interested in saving on a small but 
regular basis. “Prospecting all gets 
down to the point of asking questions 
and learning to sense the fact that life 
insurance can and does fit definite needs 
and if we talk about the needs and their 
values, they will invariably give us the 
names of acquaintances who have sit- 
uations which may be met through life 
insurance,” said Mr. Schwinger. 








Success Principles of Leaders 





MILWAUKEE — Sales factors and 
principles to meet present day condi- 
tions were outlined by leaders at the 
Northwestern Mutual Life’s Association 
of Agents conference here. 

An agent must endeavor to meet and 
adjust himself to changing conditions 
which confront him during his business 
life, Asher G. Work, of Detroit, said 
in talking on “Keeping in Step.” He out- 
lined basic principles: 

1. The life underwriter needs the 
quality of adaptability. He must be sen- 
sitive to every wind that blows in order 
to catch the favorable breeze and avoid 
the sudden squalls in economic, polit- 
ical and social life. 

2. I work most efficiently when I 
work among people of my own kind. 
They may be rich or poor, high born or 
humbly born, educated or uneducated, of 
my race or another race. 

3. Confidence in methods and tech- 
nique which have been tested in the 
laboratory of personal experience are 
better than something new which you 
cannot make your own. The worthwhile 
life insurance agent must never be im- 
pervious to new ideas. 


Curtail Profit Motive 


4. The inestimable value of right sell- 
ing. In my estimation the profit motive 
bulks too large in our selling. I like 
selling without strain. We shall find it 
easier to sell without strain, if we look 
on the individual as a personality rather 
than a prospect, seek approbation rather 
than application and put the winning of 
confidence ahead of a commission. 

“Finally: Success in our business is 
measured not by the hours we work, not 
by the number of calls we made, not by 
the kind of people we see, but by the 
approbation we win, the confidence we 
inspire and the service we render. Better 
far to write a small volume and keep 
our self respect than to chalk up a big 





score with a consciousness that we have 
pulled a fast one, or obscured something 
that is vital to the interest of our client.” 

“Under-consumption rather than over- 
production is the condition in our coun- 
try today,” said Paul O. Ferrel, vice- 
president and general sales manager of 
the Real Silk Hosiery Mills. 

“Salesmen who are alive to the needs 
and desires of the buying public are sell- 
ing goods and services today. The road 
to success takes careful and continuous 
prospecting, followed by convincing 
presentations which make people with 
real needs want to satisfy those desires 
rather than do other things with their 
money.” 


Present Day Advantage 


Ernest H. Early, Brooklyn, N. Y., 
who led the company with $1,288,430 in 
production in the past agent’s year, told 
“Why I Like These Times.” He said 
he liked the laissez-faire days of 1920, 
“when no questions were asked,” but 
it is easier today when 60,000,000 policy- 
holders know which institutions sailed 
the seas of depression. In 1920 one 
could double one’s money over night 
and retirement was just around the cor- 
ner. Now everyone doubts where to put 
his money and wants not contentment 
of wealth but the certainty of a little. 
They are more interested in keeping 
their savings saved while enjoying the 
sweet simplicity of 3.5 percent com- 
pound interest. They would rather lose 
YZ percent interest than lose 30 percent 
or more of the principal. 

“The road to success is charted. These 
times require stepping up of all our 
processes. Prepare more ‘propositions 
and present to more people. Don’t send 
a letter to a few scattered prospects. 
Start with a well organized group of 100 
names and plan a regular mailing. In- 
vest 10 to 15 percent of your earnings 
in systematic. mailing as an insurance 








Characteristics That Make 
Successful Salesmen 





In discussing “What Have They Got, 
I Haven’t Got?”, at the Northwestern 
Mutual Life’s Association of Agents 
meeting, Ralph Hamburger, general 
agent at Minneapolis, outlined the char- 
acteristics of top notch salesmen in his 
agency. 

“There are certain qualities and at- 
tributes, some inherent, and some ac- 
quired, which all of these men manifest 
to a marked degree,” said Mr. Ham- 
burger. “They have method, a definite 
objective, a working system, a desire 
constantly to acquire knowledge, proved 
themselves actively cooperative, a deep 
sense of loyalty—to the public, the com- 
pany, the agency, the general agent, and 
to their associates. They have a fine 
sense of personal responsibility—to the 
community, the company, and to the 
agency. They have keen vision, a sense 
of imagination, ability to think, and to 
make others think, a business attitude 
toward their work, and employ business- 
like methods of merchandising it, a 
strong conviction of the values they are 
selling. 

“These qualities are necessary for suc- 
cessful achievement, but they are not 
the common denominator of these men 
—they are that which makes the com- 
mon denominator both recognizable and 
possible. 


Common Denominator Defined 


“This common denominator is: A 
burning ambition to succeed—made pos- 
sible by a definite ambition and goal; 
confidence—in proved ability to reach 
it; dogged determination—to persevere 
and fight it through, no matter the ob- 
stacles or discouragements, courage— 
not only to carry-on, but, to self-criticize 
and improve. 

“These men have attained their suc- 
cess by no mere accident of circum- 
stance—they are not there merely be- 
cause they wished to achieve—or, hoped 
to achieve—they are not super-men, en- 
dowed with gifts beyond our reach— 
in fact, many of them have not had the 
opportunities that have many of us. 
They are successful because they de- 
termined to succeed. They planned defi- 
nite methods by which to reach their 
objectives—and, they are never com- 
placent—they are planning and working 
toward further advancement. 

“They know the road to success, and 
are not only willing, but eager, to fol- 
low it—no matter how steep the grade. 

“Start climbing—you can if you will 
—you must, to succeed.’ ” 








premium to sustain consistent produc- 
tion,” said Mr. Early. “Keep your 
mental processes eternally saturated 
with the spirit of helpful service.” 
There are people ready and able to 
buy life insurance just as always has 
been the case, but unfortunately they 
are farther between than in the boom 
times, said John R. Mage, Los Angeles, 
who ranked second in volume of produc- 
tion with over $1,000,000 to his credit. 
With a smaller number of potential buy- 
ers it is necessary to work harder, spend 
more time in the field and spend more 
time polishing up on fundamentals and 
learning sales approaches which will 
work. Mental attitude is extremely im- 
portant, said Mr. Mage. The successful 
agent must have proper home environ- 
ment, a balanced personal budget, he 
must watch his health, be loyal to his 
company, agents and friends. He 
shouldn’t dwell on the economic troubles 
of today. He should lend a helping hand 
to his fellow agents and have a knowl- 
edge of his business. He urged agents 
to “visualize, organize, deputize and 





supervise,” in their field work. 
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HOTEL 


SHIRLEY- 





The ideal stopping place for visitors to Denver, the vacation capital of 
America. All the wonders of the Rockies only a few minutes away. Com- 
fortable rooms, moderate rates. 
Shop and Cafe—also Shirley Tavern . . 
SHIRLEY GARAGE. 


Fine food in the Air-Conditioned Coffee 
. Drive your car right into the 
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Se lil 


J. EDGAR SMITH. . President 

IKE WALTON. Mang. Director 

ED C. BENNETT. .. .Manager 
BROADWAY AT 17TH 


DENVER 
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_/ HOTELUTM 
A Bibace of Luaury 


¢ FOR DISCRIMINAT TRAVELERS 
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A beautiful interior, with unrivalled cordiality J} 
and charm, in the most ideal location in the city, 
Luxurious, tastefully appointed rooms. Service 
true to the traditional hospitality of the West. 
Unexcelled cuisine. Famous Empire Room. 








GUY TOOMBES 
Managing 
Director 
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MANAGER 


ASSOCIATION 





Lists Bureau School Points 





J. N. Fletcher Gives San Antonio Man- 
agers Some Ideas Brought Out at 
Chicago Session 





SAN ANTONIO, TEX..— J. N. 
Fletcher, district agency supervisor 
Great Southern Life, and president of 
the San Antonio Life Managers Club, 
reviewed for the members of the club 
some of the lessons from the Research 
Bureau school in Chicago. 

He pointed out that the manager is 
the key man of the agency in his rela- 
tion to recruiting the proper type of 
agents to cut the cost of turnover in the 
agency force, and the reduction of the 
lapse ratio through training of men in 
proper sales methods. He showed how 
the continuance of agents in business is 
related to the volume of business writ- 
ten, and gave illustrations of the rela- 
tion of persistency of business written 
to the size policy and to the acquisition 
cost. 

Mr. Fletcher said the difference be- 
tween the managerial and general agency 
systems is that under the first the com- 
pany enters into the general agency 
business and in the second the profits of 
the general agent are deferred. He em- 
phasized that on the basis of the average 
agent’s production the manager or gen- 
eral agent pays a high rental for the 
space occupied by the agent’s desk. Im- 
proving the prospecting, presentation 
and selling methods of the agent to se- 
cure a greater volume of quality busi- 
ness means a greater profit to the agent, 
the manager and the company, he said. 

He reported a consensus that it is the 
manager’s job to see that his agents be- 
come successful in their work through 
more careful training and study of in- 
dividual agent problems. Money will 
not lead most men far but they may be 
made much more successful through ap- 
preciation of a leader, competition with 
associates, or definite worthwhile objec- 
tives which they can appreciate. 


Glyer Is Utah Speaker 


A. G. Glyer, Delaware vocational di- 
rector, discussed “Problems in Sales 
Management” at a special meeting of 
the Utah Life Managers Association in 
Salt Lake City. Although the ther- 
mometer registered 100, there was a 
large turnout. He outlined a method 
specializing on early production for 
new men, pointing out that mental atti- 
tude is all important. President J. T. 
Butler, Secretary N. L. Morris and 
other officers were authorized by resolu- 
tion to appoint a committee to outline 
a study group for the late fall and 
winter sessions. 








Pittsburgh Supervisors’ Outing 
More than a score attended the an- 
nual summer golf party and outing of 
the Pittsburgh Supervisors Club. Presi- 
dent D. W. Hooton, associate general 
agent State Mutual Life, presided at the 
business meeting. A. F. Randolph, new 
supervisor of the H. J. Johnson agency, 
Penn Mutual, was elected a member. 





Optimistic Spirit 
Shown by Agents 


(CONTINUED FROM PAGE 1) 


Shedd, Chicago, was speaker. Harold 
Kaufmann, Minneapolis, chairman, ex- 
pressed two-fold obligation of the 
Achievement Club as, first, to establish 
incentive for membership in the club for 
properly qualified agents who can at- 
tain membership through encouragement 
and counsel, and secondly, that member- 
ship is not limited to super-salesmen 








who write a few jumbo cases; the doors 
are open to aspiring agents who are 
willing to pay the price through cop. 
sistent effort. 

The club heard J. C. Rundles, Wash- 
ington, D. C., place emphasis on carefy| 
planning of time, ample use of sales ma- 
terial, and consistent search for good, 
new prospects. He believes momen. 
tum created produces results far beyond 
the extent of a contest. An agent for 
15 years, Mr. Rundles, though crippled 
for years with rheumatism, produced 
$502,000 in 101 lives, qualifying in the 
same year for both the Marathon and 
Half-Million clubs. 

Other speakers were Royal Brown, 
Winston-Salem, N. C., who produced 
$555,000 on 82 lives during his seventh 
year in the business, and Eugene Stinde, 
St. Louis, a large producer for 26 years, 
who spoke on the investment value of 
life insurance. 


Shedd Gives Advice 


In closing, Mr. Shedd expressed ideas 
on the necessity for the seasoned agent 
to adapt his methods to modern condi- 
tions. Fundamental needs must be dis- 
closed in simple, effective manner, he 
said. Adherence to a regular schedule 
of calls is vital in uncovering new pros- 
pects who must be continually added to 
the file. Indifference to distractions of 
the current recession and persistent hew- 
ing to the line of human needs will sell 
life insurance in 1938 as it did in 1928, 
he maintained. 

An innovation was a management 
session for general and district agents 
for exchange of ideas and discussion of 
current methods of securing agents and 
getting them into production. T. A. 
Lauer, district agent, Joliet, Ill. was 
chairman. Speakers included B. J. 
Stumm, S. L. Youngquist, Roger Clark, 
V. M. Stamm, Ralph Hobart, Frank 
Horner and Herbert Cramer, general 
agents; and Paul Isenbarger, George 
Venable, Earl Bryan, Bruce Gilmore and 
Clifton Egbert, district agents. 

Supervisors held a luncheon followed 
by an afternoon session, Harold Kauf- 
mann, presiding. Warren Lundgren, as- 
sistant agency director, spoke. Bert 
Boyg, Kansas City, discussed “Develop- 
ing a District Agency—A Profitable 
Project.” One of the two most vital 
supervisory problems of today, how to 
get the inducted agency into early, con- 
tinuous, self-sustaining production was 
discussed. John Darling, Stamm agency, 
Milwaukee, led the discussion for the 
city field, and Milo Flickinger, Cantrall 
agency, Springfield, Ill., for the country 
field. An open forum followed. 


Awards Are Presented 


A feature of the opening session was 
presentation of company and association 
leaders in a “court of honor” by the as- 
sistant directors of agencies. After be- 
ing introduced and achievements an- 
nounced, the agent was presented with 
the honor, award, trophy or certificate 
by Mr. Hill. 

In addition to those already announced 
in previous issues, Mr. Hill also pre- 
sented the “Big Ten”: —E. H. Earley, 
New York; J. R. Mage, Los Angeles; 
Herman Duval, New York; H. L. Pee- 
bles, Pittsburgh; J. O. Todd, Minneap- 
olis; E. B. Stinde, St. Louis; C. E. Al 
bright, Milwaukee; F. R. Olsen and F. J. 
Koors, Minneapolis, and Leo Lucas, 
Cincinnati. 

Top-Notchers in the annual five-week 
“Pacemaker Event” conducted at the 
beginning of the new agents’ year to 
give the agents a flying start, also were 
honored. The five national leaders and 
runners-up are Thomas Carpenter, New 
York; Ben McGiveran, Eau Claire, Wis.; 
Adolph Gillman, Cincinnati; Norman 
Hill, St. Louis. J. W. Heinekamp, 
Trenton, N. J.; C. V. Hickman, Port- 
land, Ore.; Milton Koch, St. Louis; 
Earle Osgood, Boston; Lewis Stern, 
Minneapolis, and F. B. McTigue, Sioux 
City, Ia. 


Volunteer State Cruise 

The Volunteer State Life agency com 
vention will consist of a cruise on La M4 
Huron and: Superior. The party wil 
leave Detroit the evening of Oct. 5. 
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PROVIDENT awarded 


1938 Annual Trophy 
. 


Southern Round Table 
Life Advertisers Association 
for Excellence in 
Advertising and Sales Promotion 
materials exhibited in the 
following eight classifications: 


Publications to Policy- Printed Material 


holders Sales Promotion 
Publications to Agents Insurance Journal Adver- 
Magazine Advertising tising 


Recruiting Material Conservation 


Provident seeks constantly to 
give its Fieldmen every advantage. 


PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—Tennessee 
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HIS may be your real epportunity—don’t knock. Simply 
ean to the Agency Department of the United Life and 

Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident protection, non-cancellable and non- 
proratable. 


United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 
accident insurance. 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 





























Designate the ROCKFORD LIFEMEN— Why? 


®@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 
Francis L. Brown. President 


Rockford. Ilinois 




















Strong Progressive 


Ave You Willing tc WORK for « Com@any Which Is Willing to WORK with You? 








E. S. ASHBROOK PAUL McNAMARA 
President ice-President 


JOHN H. MceNAMARA View-P 
Founder 





; 9 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 





A Great Reliance 


Some one has pointed out that our life 
on this earth, in comparison with time, 
is very brief. We come to realize that 
there is much to do and little time in 
which to do it. Many men die with plans 
uncompleted, and many others are pre- 
vented by physical impairment from 
working out their plans. Life insurance, 
therefore, has become a great reliance, 
for it underwrites a man’s future — his 
greatest gamble. He can have the high- 
est ambitions, the best intentions, and 
lay what he considers fool-proof plans, 
but death or disability can destroy them 
with one stroke. Unless he is unusually 
wealthy he must rely upon life insurance. 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 





























“He’s Another 


Life Insurance 


Wevee 


If that’s all the prospect knows about him— 
what chance has he to make a sale? — 


HE MAY BE a good sincere underwriter—know how to ar- 
range life insurance programs to the best possible ad- 
vantage of the client. But if, in the mind of this prospect, 
he’s just another life insurance man—he’s sunk. 


He needs what life underwriters call prestige—what the 
man in the street calls a “build up.” With prestige and 
ability—he’ll go places. Without both he’s lost. 


THE EsTATE-O-GRAPH can’t give you ability. It can give 
you prestige—and sales if you have the ability to back up 
this prestige. 


Here’s how hundreds of life underwriters are building 
prestige for themselves in a dignified manner and without 
a lot of expense. 


They send copies of this unusual pictorial to a selected 
list of prospects. THE ESTATE-O-GRAPH acts as their ad- 
vance agent. It builds them up with prospects. It interests 
the prospect because it pictures his problems. It makes the 
prospect acutely conscious of these problems. And it builds 
the underwriter up as the man who can help these pros- 
pects solve their problems. 


The beauty of this plan is that you can concentrate on 
a small list of logical prospects, follow up your mailings, sell 
these prospects and then gradually broaden your sphere of 
activity. You advertise as you sell, by selecting logical pros- 
pects and concentrating on them. 


What The Estate-O-Graph Is 


THE ESTATE-O-GRAPH is a monthly pictorial visualizing 
the benefits of life insurance for the man who buys it. Each 


issue contains 8 pages of motivating pictures visualizing 
some benefit of life insurance. The pictures are interesting, 
convincing. They show how life insurance meets the needs 
of real people in real, true to life situations. 


It is your publication. Your individual imprint is carried 
on both the front and back pages. It can carry your picture 
on one of the covers if you wish. Except in the larger cities, 
it is sold on the exclusive basis. 


THE ESTATE-O-GRAPH is printed in rotogravure. It is 
an attractive and impressive looking magazine, the kind you 
want to represent you with prospects. 


THE ESTATE-O-GRAPH advertises YOU. It builds you up 
in the minds of prospects—gives you that much-needed pres- 
tige. When you call, you have a far better chance of being 
well received, of getting a good interview, than you would 
have if you went in unknown and unannounced. 


The Estate-O-Graph Portfolio 


This portfolio contains samples of 12 different issues of 
THE ESTATE-O-GRAPH and information regarding the serv- 
ice. It shows you how the service is being used by other 
underwriters. With the sample copies you can test the pic- 
ture appeal by using them in personal solicitation and noting 
the results. 


The portfolio is sent upon receipt of 25 cents. Address the 
National Underwriter Company, 175 West Jackson Blvd., 
Chicago, Illinois, or ask any National Underwriter repre- 
sentative. 





